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The UPTOWN Qtek” 


with the Breasted Heel 


The “Slax” in white vealskin will share 
honors in popularity this season with all 


the other Uptown shoes. The new line 








of Uptowns for spring and summer is 


Uptown replete with all that men want in fine 


h oes footwear — shoes for business and lei- 





= = sure, and most styles sell at five dollars. 


About Town" 
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ARD MELVILLE, president 
of the Melville Shoe Corpora- 
tion of New York, says: 

“The business gain now being 
registered in virtually all lines of 
consumers goods flows from genu- 
ine improvements in merchandise, 
priced reasonably, and from the ef- 
ficiencies and progressive activities 
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of business management. Its foun- 
dations, therefore, are more. solid 
and stable, not so easily kicked 
from under, hence they are better 
foundations for the economic order. 
People started buying in 1934 be- 
cause they got back their con- 
fidence. Nineteen thirty-five should 
be a year of good business in the 
retail trades. 

“In line with these views, my 
company plans to pursue a pro- 
gram of moderate ex pansion 
throughout 1935. As in 1934, when 
we opened 59 new stores, remod- 
eled 100 others to improve their 
volume possibilities, and moved 40 
to better locations in their same 
towns (with the result that dollar 
volume for the year shows an in- 
crease of roughly 33 1/3 per cent), 
we expect to place as much em- 
phasis upon the improvement of 








successful old stores during 1935 
as we do now upon opening new 
units, the rate of which will be 
about one a week during the first 


six months.” 
* * * 


[HARRY EDISON, president of 
Edison Brothers Stores, Inc., of 
St. Louis, says: 

“I believe it best to set a higher 
operating budget for 1935, with a 
view to definitely advancing wages 
of workers, but not to shortening 


hours below the present level. 
Price advances must be avoided 
and remain consistent with wage 
levels; otherwise increased wages 
mean nothing to the workers. 
“Everything reasonable must be 
done to create and cement friendly 
relations between labor and indus- 








try. This might mean a lesser net 
profit to industry, which it should 
accept, if thereby the real purchas- 
ing power of the workers is aug- 
mented. This additional purchas- 
ing power would naturally increase 
the consumption of and demand for 
finished goods and commodities in 
general, thus in turn creating great- 
er business volume and the possi- 
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trade 


bility of larger gross profits for 
business.” , , y 


FRANK BUTTERWORTH, presi- 
dent of Spencer Chain Stores, 
Inc., of Boston, says: 

“We seem to be faced with a ten- 
dency toward higher cost prices for 
the products we sell, and higher 
operating costs, with the only off- 








setting feature possible increases in 
volume. It is hardly likely that the 
increased volume will be sufficient 
in all instances to offset increased 
cost, and as a result satisfactory 
net profits are likely to be harder 
lo earn. 

“We believe that the situation is 
gradually clearing itself and that 
during 1935 the banks’ will have 
enough confidence in the general 
business outlook to allow reason- 
able credit expansion. As a whole, 
we consider the situation favorable. 
But the task facing management is 
large and hard and only the organi- 
zations that are able to anticipate 
or meet correctly the rapidly 
changing situations will be able to 
show satisfactory results at the end 


Ct « & » 
FE P. HYMEL reports an incident 


- in his shoe department in the 
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Marks Isaac Co., New Orleans, 
which illustrates the customer re- 
action to supersalesmanship. Two 
customers entered, demanding to 
know if this was a place where 
shoes were sold. “I do not want to 
buy any buckles, gloves, pocket- 
books, shoe polish or hosiery. I 
just want a pair of shoes, and we 
have just walked out of two stores 
where they tried to sell us all those 
things,’ was the dramatic an- 
nouncement as they were seated. 


They bought shoes. 


* * * 


AMES WRIGHT, president of 
G. R. Kinney Co., Inc., of New 
York, says: 

“Beginning slowly, but gathering 
momentum, 1935 should develop 
into a slightly more profitable year 
than 1934. There are some dark 
clouds on the horizon, such as re- 
tail labor troubles, taxation, and 
new legislation caused by the ex- 
piration of Code system in the 
Spring. Government and business, 
however, seem more inclined to 
honestly exchange ideas, which bids 
fair to make new legislation sane. 

“The Retail Code in modified 
form will probably survive as far 
as hours and wages are concerned. 
Price-fixing in various Codes will 
no doubt die a natural death, and 
although it should be desirable to 
preserve certain fair practice provi- 


of. 
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sions, this outcome is problemati- 
cal. So long as working hours are 
not lowered too much, the new 
Codes should be beneficial and not 
decrease customers’ ability to pur- 
chase. 

“Total business and expenses to 
a certain extent will increase; earn- 
ings may be a little higher but 
gains here will be moderate unless 
the capital goods business improves 
more in the coming year than it has 
in the year that is past.” 





* * * 


B. SIMON has a couple of 

+ men’s shoe stores on St. 
Charles Street, New Orleans, and 
he has observed a decided change 
in men’s buying habits in the past 
year or so. This is the feminine 
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—Friend Zilch recently showed up 
wearing a new suit of cothes: 

—"How come?" I asked. 

—"Fed up with the old clothes," he 
replied. “Was afraid I'd develop 
an inferiority complex if | kept on 
showing the 1928 labels to my 
friends." 

—"Charge ‘em?" | asked. 

—"'Nope. Paid cash and bought an- 
other suit and an overcoat, too." 
—"But you've been pleading poverty 
for the past two years,” | remarked. 
—"Well,"" said Zilch, “I'll admit | 
lost some money; but worst of all | 
lost my nerve. And when a fellow’s 
financially frightened, he tightens up 

like a clam." 

—''What caused the big change," | 
asked. 

—"'Realized we'd been working for 300 
years to build up the greatest and 
richest nation in the world. Also 
realized we couldn't destroy with one 
puny depression all the wonderful 
structure fifteen generations of hard- 
hitting men had erected. Finally 
realized what a damn fool I'd been 
to be a bear on old U.S. A. So de- 
cided to loosen up and put some 
money in circulation." 


—Good boy, Zilch! 


ont OG. 


President. 





influence. Up to a year or so ago, 
a man would never think of bring- 
ing his wife along when he went 
into a regular man’s shoe store to 
buy shoes. Now due to the shorter 
hours that he works, the wife comes 
along. This, according to Mr. 
Simon, has educated the man into 
a shopper. As a result a store must 
show more shoes in their windows, 
and carry more sizes, for the wife 
is a keen buyer. 


* * * 


‘/T ETAIL shoe men should form 

local organizations,” declares 
L. H. Brown, who operates the shoe 
department in the Cain-Sloan de- 
partment store. “We are living un- 
der a government which advocates 
the organizing of industries, and 
groups of industries,” he recently 
said. “So why should the shoe re- 
tailers pass such an opportunity 
which is of so much importance to 
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their very business existence, when 
it is so easy to get together in one 
organization? When we came to- 
gether in Nashville we felt we were 
working under the same general 
program as has been beneficial else- 
where in the United States.” 


* * * 


IVING away shoes below cost is 
a very uninteresting operation, 
cynically observes Harry A. Davis, 
who has the shoe departments in 
the Leon Godchaux Co. store in 
New Orleans. Not buying more 
shoes than can be absorbed profit- 
ably is the answer to that, he avers. 
Accordingly he is buying according 
to his sales, a base stock of so many 
pairs, sells so many pairs this 
month, then goes out and buys that 
number. The result is that stores 
with increased business do not re- 
quire as much inventory as they 
formerly did. 
* * * 
‘eee W. SCHIFF, president 
of The Schiff Company of Co- 
lumbus, Ohio, says: 

“We are inclined to believe that 
improvement will even manifest it- 
self to a greater extent in our own 
shoe industry. For the Summer 
drought causing a surplus of hides, 
depressed the hide market and in- 
directly the leather and shoe mar- 
ket. Such a condition is not likely 

















to repeat itself in 1935, at least not 
in the same serious manner. The 
law of averages is against experi- 
encing two severe droughts in suc- 
cession. 

“We may possibly have a slight 
deficiency during the first half of 
1935, but this will be more than 
compensated by results during the 
final half of the year. We can, 
therefore, lock forward with con- 
fidence to a substantial improve- 
ment in the shoe industry and 
particularly in the retail shoe busi- 
ness.” 

* * * 
M L. FRIEDMAN, president of 
- A. S. Beck Shoe Corpora- 
tion of New York, says: 

“Every business man_ realizes 

how intimately his own field is af- 
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fected by what has come to be 
known as the New Deal. If the 
natural forces of recovery are not 
impeded by unforeseen develop- 
ments, then the interests of the pub- 
lic will be well served and business 
and labor should continue to bene- 
fit in the slow, but sure progress 
toward normal conditions. All of 
us realize our interdependence, so 
that all together strive for stability 
in industry and for social security 
for labor. 

“By consolidating the gains al- 
ready realized, and by fortifying 
ourselves against unfounded fear 
and doubt, we may expect the year 
1935 to witness a steady advance 
on all the fronts of industry, a bet- 
ter year for employees and for 
employer, and, therefore, for the 
public which both strive to serve.” 














ITTING remarks by Ray Hopp- 

man: 

Shoe Dealers’ Chorus: 

In matters slightly musical, 

We are not hard to suit; 

We like the ukelele 

And we quite adore the flute; 

The bagpipe’s wailing charms us 

So does a hig brass band; 

To saxophones and piccolos 

We always give a hand; 

But when you fill the grand old till 

And let the money fall— 

The ringing of the register’s 

The sweetest sound of all. 

The price for stupidity goes to 
the green shoe clerk in Minnesota 
who threw away a pair of shoes as 
no good because he tried them on 
six fellows and they wouldn’t fit 
anybody. 

Time we met that competition 
from the Turkish Baths. Lots of 
folks, you know, go there for rub- 
bers. 

The very latest thing in shoes 
contains a miniature alarm clock in 
the heel for feet that go to sleep. 

But after all, it’s better to let 
sleeping dogs lie. 

Hear about the absent-minded 
man who poured catsup on his shoe 
laces and tied knots in his spa- 
ghetti? 

And the fellow so thrifty that he 
saves the string from string beans 
to make a pair of shoe laces? 
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Also the young lady who went to 
a plumber to have her pumps re- 
paired? 

The only ship that comes in for 
the shoe dealer who waits is re- 
ceivership. 

They say a man’s worth is from 
his neck up; what we shoe dealers 
are interested in is from his ankles 
down. 

Anybody can fill a store—it 
takes a student of modern merchan- 
dising to empty it profitably. 

When knighthood was in flower 
they used tin cans for shoes. 

If what you did yesterday still 
looks good to you, you haven't 
done much today. 

A policeman just rushed into the 
store. He was looking for a foot- 
pad. 

And that reminds me that I 
should look for an exit. So long! 


* * * 


A. GALLENKAMP, president 
-of Gallenkamp’s Stores Co., 
Inc., of San Francisco, Cal., says: 

“Our year just closing has been 
very successful, in fact I believe 
we are about 20 per cent ahead of 
last year, and the outlook for 1935 
seems most promising. 

“Although the NRA has been 
variously criticized, we must state, 
and we state with pleasure, that it 
has been largely responsible for in- 
creased business and most of the 
gains made. Our cost of selling has 
increased in approximately the 
same ratio as our volume has in- 
creased, and there has been no ad- 
ditional burden imposed by NRA. 


“We opened ten new stores in 
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1934 and we expect to grow accord- 
ingly during 1935, which we all 
feel will be at least as good as last 
year. We are placing our quotas 
20 per cent higher, and this indi- 
cates our enthusiasm and optimism 
during the coming year. We hope 
that NRA will not be abolished but 
instead made stronger, because it 
has really aided everyone.” 


* * * 


A> the arches lengthen, the toes 
push ahead and the foot 
measures more fractions of an inch 
to the size stick. So, longer shoes. 
That looks like ordinary sound rea- 
soning. 

As to why arches lengthen, that’s 
still open to argument. Some folks 
blame shoes, the way they are fitted 
as well as made. Sir Arthur Keith 
says that folks aren’t walking 
enough, so the leg muscles are 
weakening, which lets down the 
arches so that they are longer. 

When the arch is high the foot is 
short and when the arch flattens, the 
foot lengthens. 


* * * 


N explaining his 30 per cent in- 

crease in business, F. M. Futrelle, 
manager of Brown’s Bootery in 
Chattanooga, says that his sales em- 
phasis has been put on shoes for 
the girls in the offices and shops. 
To his way of thinking, this class 
of trade is the salvation of the fine 
shoe business. These girls think 
nothing of paying $8.50 to $12.50 
for shoes, whereas the older mar- 
ried woman has to count her pen- 
nies more carefully. 
































Clerk:—Those two always shop together. Afraid we'll put something over on 
‘em, | guess. 
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The SUN SHINES BRIGHT 


Hicx style shoes are finding new ways to create 

air-conditioning. This white leather, embossed and 

punched to give a basket-weave effect, is very 

important for the South. Another new note is the 
use of Cellophane strands for trimming. 


These striking shoes, made exactly like "little boys' 

pumps," are of gingham with grosgrain bows and 

flat grosgrain covered heels. A hat to match has 

been styled by Lily Daché. Both shoes on this page 
designed by Vida Moore. 


(Photograph on opposite page) 
Natural chamois shoes, with 
gloves and other accessories, 
are especially smart when worn 
with dark linen costumes. This 
shoe will .be promoted for 
Spring street wear. Shown by 
Shoecraft. 
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Some 
SOUTHERN 


HIGHLIGHTS 
that point to 


SUMMER 


The shoe below is rough, natural-colored linen, trimmed with 

brown braid embroidered to suggest perforations. It ties in 

with the "Peasant" influence which is also exemplified in the 

“Fashion Portrait" group of accessories in the striped, natural 
colored railcord shown on the figure. 
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New Spirit 
in 
Retailing 


THE important thing at the moment is—The Spirit 
of Retailing. Is it on the up and up or is it dragging 
to depression anchors? That is the question. 

Be of good cheer—retailing has revived. The spirit 
is progressive. Its heart is beating with new hope. 
A better day is coming for every merchant, everywhere, 
who lives intently his own business in his own com- 
munity, in public service. 

The best token of the significant change that is com- 
ing in retailing is the tribute paid to a distinguished 
retailer of shoes—John Slater—dean of the retail 
field—the best loved man in the industry. Some 1200 
shoemen, the majority of them in evening clothes, 
paid tribute to the spirit of retailing, as exemplified by 
this grand old merchant, in an evening the like of 
which the trade has never held before. It was soul- 


inspiring. It was so good in prospect that the balconies 
had to be opened at the Commodore Hotel, New York, 
Jan. 9, to permit ladies to enter into the festivities. 

What a dramatic night! The echoes of it will be 
long heard in the trade. And the most delightful part 
of it was the graceful acknowledgement by John Slater 
himself: “My life has been rich in friendships and 
so has the life of every merchant in every community. 
We are a part of the shoe family. So, if I accept your 
tribute, may I share it with retail shoe men every- 
where.” 

Governor Herbert H. Lehman paid this tribute: 
“But for an engagement of long standing of an official 
character for the evening of Jan. 9, I would be present 
at the dinner in honor of Mr. Slater. It would have 
given me great pleasure to have been able to join 
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N.S.R.A. Convention Rises to New Heights at Banquet 


to Its Most Distinguished Member, JOHN SLATER 


with you and Mr. Slater’s many other friends in this 
well-deserved tribute to him. May I ask you to bring 
my cordial greetings and best wishes to him and to 
those who will be present to do him honor on this 
happy occasion.” 

Then followed a happy expression of the same senti- 
ments by His Honor, Mayor Fiorella LaGuardia and 
the president of the Bronx, James J. Lyons. 

Felicitations came from all parts of the country. 
Melville Kaufmann, president of the California Shoe 


Retailers Association, wired: “Although separated by 
the width of a continent, the Shoe Retailers of Calli- 
fornia salute John Slater for his always constructive 
and noble efforts in elevating the standards of shoe 
retailing.” 

From Texas, vice-president Lou Tuffly wired: “A 
salute to the grand old dean of our craft, John Slater, 
whose life and example are an inspiration to this gen- 
eration. Best wishes for his continued good health, 
happiness and prosperity. The centuries do not yet 
look down upon Mr. Slater but all shoemen, every- 
where, of this generation, look up to him.” 

Many, many more messages were received and a full 
round of applause was given to the following: “Feli- 
citations and heartiest greetings at this testimonial din- 
ner from your affectionate admirers usually dubbed 
the lady stylists,” signed: “The Ladies.” 

We asked Anthony H. Geuting, from his seat on the 
floor, to serve as a guest-reporter for the Boor AnD 
SHOE Recorper, telling the story of that gala night. 
Here’s the copy he turned in, published as is: 

“The 24th Annual Convention of the National Shoe 
Retailers Association, held at the Hotel Commodore 
Jan. 7, 8, 9, 10 surpassed my dreams, conceived many 
years ago, in many respects. 

“Not alone did this Convention lift the entire shoe 
industry to a higher plane in the eyes of the retail 
merchants and students of commerce, but it presented 
New York, and its own official family, to the country 
on a higher plane than many of us dreamed. 

“No finer speeches were ever made at a Convention. 
They sparkled with wit, with humor, and_ presented 
spiritual as well as practical life in a digestive 


fashion. [TURN TO PAGE 40, PLEASE] 


















BOOT AND SHOE RECORDER, January 19, 1935 


Consensus at the Commodore 


Fashion Winners for Spring and Summer 












GENERAL STREET SHOES 







TAILORED TOWN SHOES 














3-4 Eyelet 
OXFORD with 
LIGHT trimming 





The Tailored 
OXFORD 






Ist CHOICE 
“WIN” 










Light on dark the season's newest Basket-weave leathers new feature 










note. High style shoes use lots here, with perforations on calf 
of white; more conservative treat- and grains continuing. Also somo 
ment for volume. Blue, black, brown interest in fabrics and bark lex- 
kid. Some patent and bark leathers. thers. Blue, brown, black and 
Suede high fashion. Designed per- combinations. Chamois with brown 
forations, stitching and braid trim- a high-light fashion. 






ming. 


















STEP-IN 
featuring 
MONK Influence 







1-Eyelet TIE 
also with 
LIGHT accents 






2nd CHOICE 
“PLACE” 







Monk side-fastening characteristic 
silhouette but many variations in 
design - moccasin or kiltie details. 
Ghillie tie effects a runner-up. 
Extremely high leather heels a high- 
light. 15/8 heels developing in 
volume significance. 


This lower cut, lighter type grows 
more important as season progresses. 
Ideal shoe for Summer prints. Same 
colors and fabrics as above with 
white and natural color fabrics and 
leathers added for Summer. 




















Tailored PUMP 












STEP-IN 
influenced by oo 
EMPIRE Line 





3rd CHOICE 
“SHOW” 







New tip and fox treatments in con- 
bination effects. Especially in- 


Many of the smartest step-ins 
reflect the influence of The 











Empire line, with its side- portant in Summer town shoes, in 
fastening, high-in-front effect brown with white or natural fabrics 
and cut-outs in the shank. Side- or buck. Some interest in navy blue 







gored step-ins also continue. in combinatica. 












Also note that plain and trimmed 
pumps are also-rans in this group; 
That fine shoes will Show Sabot 
Strap shoes for street; Sandalized 
oxfords, ghillie treatments, and 
high-heeled sandals and flats for 
more limited selling. Rounder toes 
prominent. 





Note also; Classic broad strap 
and lower-riding Sabot straps 
shown in fine shoes. Swagger 
sandals a promotional item for 
younger trade. 























































Show 
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Our summary of the showings at the N.S.R.A. Convention 
follows the form used by the handicap experts who figure 
results for the races! We use it to indicate the comparative 
importance of fashions for the new season. 





COUNTRY SPORTS SHOES 





AFTERNOON SHOES 





EVENING SHOES 











MOCCASIN 
and KILTIE 
OXFORDS 


Featured for active sports: 
Promotional story light trim- 
ming on dark early season; re- 
verse for later, brown and white, 
some blue and white. Service 
calf, buck, basket-weaves, per- 
forated classic leathers, grains 
and some rustic linens. 





Featured for afternnon for Spring, 
sandals of this type will also be 
shown for street wear later one 
Kid, patent leather,some bark 
grains and fabrics; many light 
fabrics for Summer. Suede leath- 
ers high fashion. 








Modified open toes. Sequins, as 
illustrated, the newest and light- 
est form metallic trimming. Bro- 
cades and other multi-color jacquards 
continue in lighter patterns. Dyeable 
crepes and satins lead, silver and 
gold trimmed. 














GHILLIES 
and Ghillie 
Blends 





More important in spectator than 
active sports. All white leads 
but combinations with brown very 
strong. Also some navy and white, 
navy and natural, and white or 
natural with high shades - red 
chamois yellow, green, bright blue. 


TRIMMED © 
PUMPS and 
1-Eyelet TIES 


ARS... 





While perforated effects remain 
leaders in this type of shoe, the 
use of mesh inserts on kid, as 
illustrated, a newer form of air- 
conditioned treatment. Also many 
fabrics will be shown in white 
and natural. 







Many sandals show the influence of 
the Empire line, with its high front 
treatment and open shank. This sil- 
houette has taken place of extremely 
open toe sandal for novelty promotion, 
though strip sandals carry on. 











Proader straps and more support 
than last season. Shoe shown - 
navy or brown suede with white, 
high fashion for country. Grain 
leathers, basket weaves, perforated 
classics and rustic fabrics. High 
colors and gay fabrics, particular- 
ly plaid, important here. 


The SANDALIZED 





This term covors a great variety 
of light, open types with Empire 
or ghillie treatment. Many are 


suitable for informal Sumer done. 


evening as well as afternnon wear 
in white and pastel colorings. 


Low-riding 
Instep STRAPS 








be 








This silhouette for evening featured 
in better shoes. Not an easy pattern 
to fit, but very graceful when well 
Here again the Empire influence 
is often apparent. Pastel suedes in 
several combined colors prominent here 








Note aiso that various novelty 

types taken from peasant shoes 

will be featured in sport shoes, 
especially shoe derived from Tyrolean 
shoe with high tongue in contrasting 
color. 


Note that this is the group where 








the greatest number of "blended" 
patterns and novelty materials are 
shown, with value as show pieces 
but of extremely limited selling 
importance. 





Note also that plain pumps with 
ornaments of staple importance. 
Some trimmed pumps; a few anklets 

and ghillie or "Cothurne" sandals 

with novel lacing effects; growing 
acceptance of "flats." 








































MALCOLM P. MacNAIR 


Any effort to look ahead at what is in prospect for 
retail distribution and to formulate sound policies to 
meet the problems that are foreseen must necessarily 
begin with some survey of the general business situa- 
tion. In this area there are two major questions in 
the foreground: Are we going to have a real recovery, 
and/or are we going to have inflation? Rejecting the 
more sober and realistic views of the causes of this de- 
pression and the measures appropriate to hasten re- 
covery, the Administration at Washington, either 
because of lack of understanding or because of the 
greater political appeal supposed to reside in other 
doctrines, seems to have embraced those theories of 
depression and recovery which lead straight to infla- 
tion. The general monetary and managed currency 
nostrums of Messrs. Fisher, Warren, Keynes, and others, 
plus the consumer purchasing power doctrine, mani- 
festly inflationary in its implications, when added to 
the traditional agrarian sentiment for inflation in the 
United States, have been sufficient to tip the scale. 
Inflation is an accomplished fact, but we do not as 
yet know what course it will run or what are the time 
elements involved. The revaluation of the dollar 
alone has given us an enormous base for credit infla- 
tion, and the rapidly growing deficit, plus the complete 
control which the Government has now established over 
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An Address by Malcolm P. MacNair, of the 
Harvard School of Business Administration, 
at the Merchandising Conference Con- 
ducted by BOOT AND SHOE RECORDER 
at the Fourth National Shoe Display, St. Louis, 
January 9, 1935 


the banking system, has laid the groundwork for a 
tremendous budgetary inflation. If the natural forces 
of business recovery prove sufficiently strong to sur- 
mount the handicaps which a well-meaning but inept 
and doctrinaire Administration at Washington has in- 
terposed, we shall have a credit inflation, carrying the 
price level and the cost of living probably far beyond 
the heights reached in 1919. This will be an inflation 
of the optimistic variety, and it will be fine while it 
lasts; but the great problem will be whether excesses 
can be prevented and the inflation controlled any bet- 
ter, or as well, under political management of the 
banking system than under private management in 1927, 
1928 and 1929. Another violent boom followed by 
another crash and another vicious spiral of deflation 
would undoubtedly bring about pronounced changes 
in our social system by methods at least revolutionary 
if not violent. 


On the other hand, if business does not revive, if 
confidence is not restored, if the willingness to take 
risks does not reappear, if the Government program 
causes the outlook for profits to remain poor indefi- 
nitely, then we shali have a budgetary inflation of large 
proportions. We cannot be at all clear whether, in 
the absence of business recovery, this inflation will be- 
come a runaway pessimistic inflation in which people 
will be actuated by a violent desire to get rid of money 
before its value declines. It is conceivable that this 
kind of inflation cannot readily take place in a coun- 
try where the circulating medium consists largely of 
bank credit. Furthermore, through its control of the 
Federal Reserve system and the banks, the Govern- 
ment is in a position to camouflage its I.0.U.’s far 
more effectively than if they took the immediate form 
of greenbacks. Also, through its power of propaganda 
the Government probably would be able to utilize any 
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large advance in the cost of living as a potent argu- 
ment for increasingly strict control over business and 
a transfer of many types of business to Government 
management and virtual ownership, no doubt consider- 
ably disguised at the outset. In other words, if nat- 
ural economic forces are not equal to bringing us out 
of the depression or are prevented from doing so by 
mistaken and inept Government policies, then we are 
likely to go straight on into some form of state social- 
ism, with a permanently irredeemable paper currency, 
a curb on free speech, a substantial regimentation of 
individual activity, and all the inefficiency of a spoils- 
ridden bureaucracy. Ultimate repudiation of the Gov- 
ernment debt probably lies at the end of that road. 

Of the two prospects the former is infinitely more 
attractive. We had much better take our chances on 
the possibility of controlling an old-fashioned recovery 
greatly stimulated by a credit inflation than continue 
in a current which promises to carry us straight into 
immediate state socialism. 


THE business man who agrees with this choice had 
better begin to take some chances immediately without 
waiting for the profit outlook to become completely 
unclouded, because the current we are in is moving 
rapidly; and equally the Administration on its part 
had better make up its mind, if so diverse an aggregate 
of individuals can be said to have a common mind, 
between opening up a road to private business profit 
and frankly taking the road to Moscow. There is no 
tenable middle ground. 

Now what are the prospects of a genuine business 
recovery? I believe that just now we have one of 
those favorable conjunctures of circumstances in which, 
if both business and the Government would take the 
right steps soon enough, we might begin to move with 
some speed toward a genuine recovery brought about 
by normal economic causes; but if business and the 
Government let this present opportunity slip away 
without any movements in the right direction being 
made during the next two or three months, then it is 
debatable when the next favorable conjuncture of cir- 
cumstances will present itself and how many more such 
favorable chances we may have. 

It should be recognized that in actuality there are 
many favorable conditions present. A great deal of 
deflation and liquidation has taken place. Many debts 
have been paid off. Price relationships are improved. 


Retail Distribution ... 










Why It Is Safer Policy for Business 
Men Today to Become Charter 
Members of the "Take-a-Chance” 
Club, Rather Than Wait for the Profit 
Outlook to Become Unclouded 


Partly through artificial means and partly through 
natural causes the purchasing power of farmers has 
been increased. With some notable exceptions we are, 
perhaps, almost in sight of a new balance in the price 
structure. Credit is obviously ample. Depreciation 
and obsolescence have created large industrial deficits. 
Various inventions and improvements, worked out dur- 
ing the depression, are about ready to play their part 
in building new industries and widening the distribu- 
tion of existing products to larger groups of pur- 
chasers. All that these require is the stimulus of a 
sustained upturn in business activity. To a rather 
considerable extent—and I want to emphasize this— 
the problem of obtaining a sustained rise in business 
activity is now a psychological one. Business senti- 
ment is now poised in a position where the right in- 
fluences will cause a favorable psychology to develop; 
the wrong ones will cause a renewal of pessimism. 

Recognizing the extraordinary nature of these situa- 
tions, business itself, I believe, should begin to take 
more chances, without waiting for the profit prospect 
to become completely unclouded. More business men 
should aspire to become charter members of the “Take- 
a-Chance” Club. In fact, I am not sure that General 
Johnson’s talents should not be enlisted to ballyhoo 
this idea and to award appropriate insignia to busi- 
nesses which are willing to take a chance. 

In this general situation, what is the outlook for 
retail distribution? One of the biggest things which I 
can see looming up for retail distribution in the next 
five years is the practical certainty of higher prices. 
These higher prices may come about either as the re- 
sult of a strong credit inflation or as the result of one 
or another form of semi-printing press money. Most 
of you can remember 1919, what happened. then in the 
way of consumers’ strikes, outcries against the mer- 
chants, charges of profiteering, and so on. There is 
[TURN TO PAGE 38, PLEASE] 




















BOOT AND SHOE RECORDER, January 19, 1935 
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Alfred F. Donovan 


























ALFRED F. DONOVAN was born and schooled in 
the best traditions of the New England shoe industry. 
His younger school days were spent at his home which 


was within a stone’s throw of the factory. In the con- 
stant company of his father, A. W. Donovan, he of 
course was exposed to the teachings of a man recognized 
as one of the most thorough shoe manufacturers of 
the country. 

His prep school was Phillips Exeter from which he 
matriculated at Harvard. His summers for the most 
part were spent in the various departments of the fac- 
tory. 

At America’s entrance into the World War in 1917 
he enrolled as a private but won promotion to an 
officer’s rank in the Chemical Warfare division where, 


with a half a dozen other young officers, he was given 
great responsibilities and won recognition from his 
superiors. 

In 1919, after his discharge from the service, he 
finished his studies at Harvard and immediately entered 
the factory. 

The first few years in the factory he spent in the 
various manufacturing departments gaining not merely 
a general knowledge of shoe making, but specific in- 
formation on each operation and each machine. This 
experience is now standing him in good stead in his 
work as production manager and leather buyer. 

He now. makes his home in Boston, spending four 
days at the factory each week and two days in the Bos- 
ton leather market. 
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EXTRA WEAR 


BRINGS 
‘EM BACK 


No SOLE built will out- 
last Goodyear Wingfoot 
Soles. They give EXTRA 
WEAR — make shoes last 
longer. 

































That is why they are 
America’s fastest-selling 
soles — because people 
want economy and come 
back for shoes that give it. 
















Why don’t you get your 
share of this business by 
featuring shoes with these 
thrifty soles? They’re 
made in a wide variety of 
styles for men’s, women’s 
and children’s shoes. 
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AMERICA’S 
FASTEST-SELLING 
SOLE 


WINGFOOT SOLES > HEELS 
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EDITOR'S 


WHILE the iron is hot we had better hammer on the 
subject of style shows to see to it that we don’t have 
a recurrence of two national show events, when one 
would suffice. It’s a sorry spectacle to see internecine 
conflict between Siamese twins. As a matter of fact, 
the manufacturer can’t do without the retailer and vice 
versa. Both seem to get along pretty well for 51 
weeks in the year and then harmony goes haywire in 
the most important week of the year. 

Perhaps this is the time to put a little humor into 
the situation and boil the two shows down into a para- 
graph: The manufacturers buy space in St. Louis, from 
themselves, to sell goods to merchants who are in New 
York—and make a profit. The retailers give space in 
New York to manufacturers, to sell shoes to mer- 
chants, and take their rewards in prestige. What a 
paradox. 

The common purpose of expositions is to sell more 
and better shoes. Its function should be that of intel- 
ligent selfishness in behalf of the ultimate public. Now 
that the shows are over, let’s look at the record. 

The retailers promoted, publicized and presented the 
finest convention and exposition in their entire associa- 
tion history. The retailers know how to do these 
things. They have had a background of experience— 
fully 20 years of association management. They know 
that it is necessary to sell ideas and ideals—to put 
plenty of publicity back of it. They have become 
zealots in behalf of their convention and with or with- 
out money in the purse, they go the whole distance. 

The manufacturers’ association, on the other hand, 
tried to link their exposition up with the normal fac- 
tory and store routine of buying and selling goods and, 
perhaps, made the fatal mistake this year of doing a 
minimum of promoting and planning other activities 
to capture the imagination of the merchant. The result 
is on the records. 

The manufacturers’ association made its greatest mis- 
take in early October, 1934, when it did not harmonize 
the financial differences between the two associations, 
which might have been done at that time with a com- 
paratively few thousand dollars. The manufacturers’ 
association had the revenue in sight but they lacked 
the foresight of the consequence of competitive shows, 
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OUTLOOK 


Public Ultimately Pays for Style Shows 


BY 


ye 


staged the same week, in two distant cities and the 
possibilities of comparison in the show-down. The 
psychological moment for harmony was in early Oc- 
tober and we did our best to bring accord, but it wasn’t 
enough. There had to be a test by fire. 

Now that the battle is over, the prestige obtained by 
the retailers’ association over-balances the profit ob- 
tained by the manufacturers’ association. The codes 
have but six months to run in their present form and 
the best informed authorities believe that the trade 
practice provision applying to the style show will be 
discontinued and with it will go the monopoly given 
to the manufacturers’ association in the style show 
clause provision. So now the retailers sit in the fav- 
ored seat in the negotiations. We would like to see 
opened up immediately to bring about the unification 
of shows. 


THE management in operation of the N. S. R. A. 
during the past year has been most commendable. The 
rebirth of enthusiasm for a strong retail association 
has brought into that body young and active men from 
every state of the Union. These young men are going 
to be heard from for they represent the voice of re- 
tailing at its best. They want to see the retail asso- 
ciation articulate for every improvement at retailing 
that is promotionally possible and every safeguard— 
legislative and industrial—needed to protect the re- 
tailer in his business of public service. 

Sane manufacturers and sane retailers will not tol- 
erate separate national shows again. Duplication of 
costs, samples and travel-delays, disappointments and 
everything unnecessary add to the cost of shows in 
some way or another. In the last analysis, the public 
pays for all this and there is no sense in it—when one 
showing suffices. 
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The MADELINE—pinked edges and 
graduated perforations with con- 
trasting underlay lend new interest 


YET THEY RETAIN EVERY ONE OF THE EXCLUSIVE COMFORT 
FEATURES WHICH MAKE SATISFIED REPEAT CUSTOMERS 


Here’s your answer to the woman 
who has always shunned shoes 
that speak of comfort on the the- 
ory that they lacked style... 
Show her the new Slenderized 
Arch Preserver models—built on 
slim, high fashion lines —featur- 
ing every important trend—pre- 
serving the lightness of weight 
and flexibility of smart dress 
shoes. She'll be delighted with 
their appearance, amazed at 


their comfort. And you will be 


assured of another profitable 
repeat customer. 

Just four of the models from 
the new spring line. Dozens of 
others equally attractive are 


available. Priced to retail at 


*Q 10 12.50 


with a mark-up of 41% or better 


The Arch Preserver franchise is available in 
a few cities where we are not adequately rep- 
resented. Our salesmen are now showing the 
models for spring 1935. A card will bring a 
salesman with complete details if your city is 
among those available. 


to this three-eyelet tie. 


Ti a coh, 
The VERONA—one of the season’s high- 
lights in contrast—white calf with clipper 
blue—in a perforated five-eyelet oxford. 





The BRITTANY — perforations en masse, 
white underlays and stitching decorate 
this smart dark kid sandalized front strap. 


SELBY 
4 


ARCH PRESERVERS 


THE SELBY SHOE COMPANY +- PORTSMOUTH, OHIO 
SELBY SHOES, LTD., MONTREAL, CANADA 
Manufacturers of STYL-EEZ, TRU-POISE and ARCH PRESERVER SHOES 
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eS Organized attack. Planned Action! 
That’s what it takes to win chess games. When you 
bend over a chess board you’re a Napoleon schem- 
ing to out-maneuver the forces of a wary opponent. 
Your destiny is disaster unless you make every 
move count. In other words—Plan Your Action. 
That’s the story of the Brown Concentration Plan 
as it applies to the operation of your retail shoe 
store. It’s Planned Action versus action without a 
plan, or a plan without action. 


- 
When writing advertisers please mention Boot and Shoe Recorder 
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D on 
- oN 


helped me show 


my heels to competition 


writes Chas. F. Wilton of Walla 
Walla, Wash., in his enthusiastic 
endorsement of the Brown Plan. 


., can’t do a solo in the retail shoe business to- 
day. It’s no longer a one-man job. That’s the gist of 
Chas. F. Wilton’s lettér regarding the Brown Concen- 
tration Plan. 


His own words have a convincing ring to them. 
Think over what he has to say: 


**Now that the depression is well in back of us, 
and we came through in such good shape, I am 
taking this opportunity to thank the Brown 
Plan organization for the steady flow of pro- 
motional ideas and active help furnished us. 

“This sales planning, which you term Planned 
Action, went a long way toward helping me 
hold my place ahead of ten other competitors 
in our city of 15,000 population. To say that 
we are pleased is putting it mildly. 

“What has taken place in my store convinces 
me that shoe retailing has gone beyond the 
stage where one man can successfully do the 
job single-handed.” 

Mr. Wilton’s experience with the Brown Plan would 
mean nothing as an isolated case. To the contrary, it 
is the experience of more than four hundred Brown ‘Planned Action” 
Plan retailers who as a group are the most successful i” the Windows of 
. . W slton’sstore 


shoe retailers in America. 


One complete line in place of many incomplete 
lines ..a corps of shoe retailing specialists who go to 
work for the retailer but without cost to him . . . oper- 
ation at maximum efficiency with 30% to 40% less 
stock—these are some of the obvious reasons why re- 
tailers who have adopted Planned Action consistently 
make more money. Let the Brown Shoe representative «Pjanned Action” 
give you complete details. You have nothing to lose. _ inside of the Store 


Drow Dae GowiQsiwy sT. LOUIS 


Manufacturers of the Concentration Line — Including 
Buster Brown Tread Straight Shoes for boysand girlsand 
BROWNbilt Tread Straight Shoes for men and women 


Training His Sights for 
More Profits in 1935 
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SHOES 


in the 
Sahara Manner 


Bu SADA may be only a remote oasis in the north 
Sahara, but in the shade of its many date palms thrives 
a busy little industry—an entirely new idea in shoe- 
making. It is here we learn what becomes of all the 
old automobile tires. The old fellow in the picture 
fashions shoes from their rubber casings. 

There is a romantic air about the whole procedure 
too. Perhaps some of the genius that inspired the 
craftsmen of Toledo and Cordova is his, for he creates 
a shoe that for style and wearing quality is all that the 
most fastidious Arab could wish for. Soles from the 
rubber casings, according to the latest Algerian ortho- 
pedic and style information, uppers from last year’s 
camel or a goat that was too stubborn for the Arabian 
temperament, are carefully stitched by his firm hands. 


Photos from Bray-Columbia 
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For his dancing girl, style dictates ornamentation in 
the Colonial manner, brass rings or beads in gay colors. 

The completed shoe, while perhaps not as small or 
well finished as we should like to see it, is not a bad 
piece of shoemaking. And for wear—each shoe is 
guaranteed for 20,000 miles or three sand storms, non- 
skid and thoroughly adapted for hot sands. The old 
fellow admitted that he was behind on his production 
schedule and orders on hand guaranteed work for the 
next year or so. He has to make. good shoes so that 
his production will not be interfered with by repair 
work. He has an ideal set-up for profitable manufac- 
ture—materials of local production or discard, his own 
time and plenty of it, and a ready cash market, which 
may account for his big prosperity smile. 

A bit different from the shoemakers you know, this 
old fellow is a good craftsman and beloved of Allah. 
Unaffected by codes or a changing market, he goes 
happily on with plenty of orders ahead. 


Here's one shop where every operation is 
a real hand operation. The Natives have 
come to look for the custom appearance 
and will accept no substitute. Sizing is no 
problem. Each customer wears one of 
three sizes and fit is taken for granted. 








BOOT AND SHOE RECORDER, January 19, 1935 


The May 


Page 29 


Company 





OF BALTIMORE 


A N 


Cate tad 
=—s \aa 


\" 
Wem (St (24 1.22\) 
IZJ/F 7 


= 
=z 
LOSS 

W281 ag 


al 
Ss Wess 























IN BALTIMORE’S trading area, thousands of people 
consider The May Company as Baltimore’s “biggest 
and best.” A reputation like that isn’t built with 
haphazard merchandise. The May Company 
couldn’t, and wouldn’t, take on a line, unless it’s an 
above-the-average risk. You can imagine the high 
regard they have for W. L. Douglas Shoes! 

Here is America’s fastest-selling line . . . for a 
good reason. Douglas Shoes are made on the ALL- 
LEATHER standard. They give your customers the 
wear, comfort, and lasting appearance which leather 
substitutes cannot give! 

With the Douglas Franchise, you have a half- 
century of honest manufacturing behind you. . . 
you have national advertising in The Saturday 
Evening Post, and in more than 100 leading metro- 
politan newspapers ... you have the newest, most 


DOUGLA 


authentic styles . . . a sensible price-range . . . 275 
“in stock” styles in a complete range of sizes and 
widths . . . and a profitable, generous mark-up! 

Those are just the high points of the New 
Douglas Deal. We'd like to sit down with you, and 
talk over the same things we told The May Company 
and other wide-awake, modern merchants from coast 
to coast. The coupon, signed by you, will be our 
invitation. Mail it today. W. L. Douglas Shoe Com- 


pany, Brockton, Massachusetts. 





W. L. Douglas Retail Prices—Spring, 1935 


MEN’S SHOES $3.50, $4.50, $5.50 
LADY DOUGLAS SHOES $3.50, $4.85 
*MEN’S NORMAL.TREDS ..............se0eeeeeeeee start at $7 
*LADY DOUGLAS NORMAL.-TREDGB..............00+ $6.50 


*With patented, scientific, corrective features 


S SHOES 











AMERICA’S FAMOUS SHOE-VALUE 





The famous price-stamp on 
the soles of W. L. Douglas 
Shoes is a strong selling- 
point. It guarantees hon- 
est value to your customers 
- . « and guarantees your 
full margin of profit. 


W. L. DOUGLAS SHOE COMPANY, Brockton, Mass. 


Gentlemen: 

Please have your representative call and tell me about 
the new Douglas Line and Policy. 
Name 
Address 
City. 
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IDEAS 


Field Editor, BOOT AND SHOE RECORDER 


“THE Price is Never Right if the 
Quality is Wrong,” is a line used 
in the advertising of Derrick’s Foot- 
ery in Memphis, Tenn. This is a 
store which started as a juvenile 
proposition and grew to take in two 
more rooms on both sides, so that 
it is now a complete family shoe 
store. “It is personality that 
counts,” Mrs. William Derrick im- 
pressed on me, “for this is a family 
organization, with all members tak- 
ing active part. Unless people 
feel that a store wants their trade 
they are apt to stay away.” Nearly 
every day Mrs. Derrick takes a 
turn at writing personal messages 
to the people who are friends of the 
store. In the course of the year, 
all customers, especially children, 
will hear from the store several 
times. Mrs. Derrick also reads the 
local papers for happenings of chil- 
dren and always types them a little 
note. 


OP; 


BIWAR’S SHOE STORE, Wau- 
kesha, Wis., has the reputation of 
carrying one of the largest selec- 
tions of men’s and women’s shoes 
in the Northwest territory. 

The reason for carrying such a 
large stock is that Mr. Biwar be- 
lieves in fitting his customers. He 
does not want anyone to walk out of 
his store without making a purchase 
because the size the person requires 
for a good fit is not in stock. Mr. 
Biwar believes that a customer of 
this type is a liability to a store— 
if he cannot get a fit—for such a 
customer invariably tells his or her 
friends, “I couldn’t get a fit at ——. 
I guess they don’t carry much of a 
stock.” 

Mr. Biwar carries such a complete 
stock that even in the popular- 
priced shoes he can fit his custom- 
ers in quads. The store, which has 








Here are some interesting merchan- 
dising stunts that have proved suc- 
cessful in actual practice in retail 
shoe stores. The RECORDER's Field 
Editor picked them up in the course 
of his present travels. They are 
selected out of the experience of 
hundreds of merchants interviewed 
by Mr. Terhune, and the RECORDER 
passes them on as useful, practical 
case studies in modern shoe mer- 
chandising. Some of them may fit 
your business and help you solve that 
problem that has bothered you. 
Sound ideas lead to success and 
profits. 





been operated by Mr. Biwar for six 
years, now has a reputation for fit- 
ting that brings in business from 
miles around, showing that this 
merchandising policy works out 
well. 

Several times a year Mr. Biwar 
advertises this fitting service, and 
the wide selection of shoe sizes car- 
ried, on post cards which are mailed 
in lots of 2500 to people in his 
trading territory. This, in addition 
to regular newspaper advertising. 


OP: 


A CONSIDERABLE amount of 
extra shoe business is being picked 
up in the smaller towns around 
Little Rock, Ark., by J. G. Archer 
who has the Winkleman shoe de- 
partment in Cohn’s Store. One of 
the men in the store—Ray Louf— 
has been especially detailed for this 
outside selling job as he has had 
long experience in selling the bet- 
ter grades of shoes to women. 

The method used is first to send 
a letter to a selected list of women, 
telling them that the line will be 
on display at the leading hotel on 
a certain date. Louf carries about 


100 styles, all different sizes, so the 
fitting problem is somewhat simpli- 
fied. 

This type of selling has been 
most successful during the past few 
months. The women in the smaller 
cities are apparently willing to 
pay from $8.50 to $14.50 for their 
shoes, provided they are able to 
get something different. It is the 
smart effects which sell best, pat- 
tern shoes in good taste. Sizes for 
the most part run about the same 
as in the parent store. 


OPI 


WITH men changing their price 
grades as they have done in the 
past four years and are doing now, 
a shoe salesman is forced to use 
considerable tact if he hopes to 
make the best of the situation and 
make as many permanent custom- 
ers as possible for his store. This 
is the reasoning used by J. D. Car- 
sey, who manages the Nunn-Bush 
store in New Orleans. 

When men were grading down, 
Carsey found that if a man had 
been wearing a $12.50 shoe and 
had dropped to a $5.00 grade, the 
odds were that he would not come 
back. On the other hand, if this 
same man could be sold an $8.50 
shoe, he was pretty sure of being 
saved as a store customer. 

Now that the trade is buying bet- 
ter shoes, two out of every five men 
who come in wearing shoes that 
they bought elsewhere for around 
$3.00, will buy an $8.50 or $10.00 
grade. The others will be satis- 
fied with the $5.00 or $6.50 shoes. 
It is quite apparent to Mr. Carsey 
that the men are jumping grades, 
in their desire to get back to the 
kind of shoes they formerly wore, 
just as fast as their pocketbooks 
allow them to do so. 
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17% stronger, 
weight for 
weight, than 
any other 
leather. 
Feather light. 
Able to take 

a high brilliant 

polish. 

Soft and pliable. 
Tanned in 
AMERICA 
by Surpass 

Leather Co., 
Philadelphia, 
Richard Young fj 
Co., New York, 
and Ziegel 
Eisman Co., 
Boston, U. S. A. 
Men’s street 
and dress Shoes 
of genuine 
Kangaroo are 
profitable shoes 
for the Retailer, 
with attention 
getting, interest | 
arousing 
opportunities 
for the Display 
and 
Merchandising 
departments. 


* 
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“THE greatest thing in selling 
men shoes, is not to try to sell 
them anything, but to act as sort of 
an assistant buyer to the man.” 
This from the lips of one who 
knows, Tom Sherron, of Memphis. 
This veteran has been selling good 
shoes to men for the past 50 years. 
He goes on the assumption that his 
job is to help the man to select 
something which he will like. The 
boys in the store are warned not to 
high pressure men into buying but 
to help them arrive at the right 
size, last and material which will 
give the trade the best service for 
the purpose intended. “When a 
shoeman does that, there is no 
comeback from the trade, and no 
exchanges, either,” asserts Mr. 
Sherron. 


OP: 


RALPH LEVY who operates the 
Porkoney men’s shoe stores in New 
Orleans, has no trouble in develop- 
ing a real boy’s shoe business. Even 
though he has a chain store selling 
popular priced boy’s and men’s 
shoes right in the same block, he 
has no difficulty in increasing his 
sales. Showing plenty of styles, 
having plenty of widths, giving 
boy’s shoes front window prefer- 
ence and having shoes the boys like, 
at the prices the parents like to 
pay, is the €nswer to the problem, 
Mr. Levy says. 


OP! 


THE McCoy Department Store, 
Waukesha, Wis., believes in reach- 
ing the rural trading territory in 
order to help increase its shoe de- 
partment volume as well as that of 
other departments. Therefore, the 
firm cooperates with two other non- 
competing merchants in that city to 
issue a large four-page handbill at 
regular intervals. These handbills 
are usually printed in lots of 20,000 
and are distributed in Waukesha as 
well as in the rural areas. 

Where two or three non-compet- 
ing merchants are interested in 
reaching the same territory, this 
kind of advertising is not only 
much cheaper, but is just as effec- 
tive as if one store put out a hand- 
bill alone. 





One advantage of this kind of 
advertising, according to McCoy 
officials, is that it enables all firms 
to issue these handbills at regular 
intervals; thus, consistency of ap- 
peal is maintained. If one firm 
tried to float a big proposition like 
this on its own, the cost would be 
too great and would not permit 
frequency of issue. 

Shoe volume at the McCoy store 
has increased considerably during 
the two years this plan has been 
employed. 


OPI 


ZESMER’S, Dallas, Tex., the store 
with the chromium plated window 
ceiling which does away with use 
of light reflectors, has put in its 
windows a background that needs 
no further sign to proclaim the ar- 
rival of Fall and colors in shoes. 
The background is a linen fabric on 
which leaves and shoes form the 
pattern. The patterns have been 
painted on the fabric by means 
of air brushes in this manner: 
a cardboard cut-out of a shoe, 
and one of an oak leaf was made. 
Placed flat on the fabric at sym- 
metrical intervals and a dark 
brown paint was then blown over 
the portion where the pattern was 
placed. When removed, the pat- 
tern leaves a complete outline of 
the shoe or leaf the color of the 
fabric, which is a maple tone of 
brown. These patterns were re- 
peated over_the entire fabric which 
was tacked to futuristically-shaped 
frames which, when placed in the 
window back, fitted together like a 
jig-saw puzzle. 

The fabric was slightly pleated 
as it was stretched over the frames. 
The effect was repeated in both 
windows. 





TO FRESHEN UP 
FAY WRAY, RKO star, has some 


good advice for the woman inclined 
to get fagged before her day's work 
is done. "The best way to freshen 
up," says Miss Wray, "is to put on 
fresh shoes and are. og | change 
both my hose and shoes at least twice 
daily and usually oftener than that. 
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His “discount diary” is the con- 
venient, efficient device of E. H. 
Curtis, Taylor Clothing Company, 
Ft. Collins, Colo., to assure that he 
takes his shoe and other discounts 
without fail. 


As an invoice is received, Mr. 
Curtis, who is secretary-treasurer 
and principal owner of the busi- 
ness, notes in the upper right-hand 
corner the last day of the discount, 
as “11-10-34.” Then he takes his 
discount diary, a leather-covered 
book about 31% in. by 7 in., with 
a page for each day, and under the 
proper date enters name of com- 
pany, discount rate, amount of in- 
voice. When he issues checks for 
the discounts of any given date, he 
checks off the page with a large 
mark. 

“T have been 50 years in busi- 
ness,” remarked Mr. Curtis, “and 
I have yet to find a more important 
money-making principle than that 
of taking discounts. My discount 
diary enables me at any time, in a 
few minutes, to develop a complete 
pictures of my payables—when due 
and to whom.” 


oF! 


COHN BROS., Waukesha, Wis., 
believe that it pays to reach people 
with advertising when they are 
downtown and in the spending 
mood. For this reason, this enter- 
prising retail shoe concern places 
small folders advertising shoes in 
the automobiles parked on a num- 
ber of streets surrounding the 
store. This idea has worked out 
very well. Waukesha, a city of 20,- 
000, is located in the heart of a 
great agricultural area. Most of 
the rural folks come to Waukesha 
to do their buying. When in town, 
they visit perhaps five or six stores 
to buy various items. Making a 
purchase, they come back to their 
automobile, place the parcels in- 
side, then go to the next store on 
the list. And when they see the 
Cohn Bros. advertising folder un- 
der the windshield, or sticking in 
the door, they pick it up and read 
it. In many instances they are 
prompted to come in and buy shoes 
for someone in the family. Regu- 
lar newspaper advertising and di- 
rect mail advertising is also done. 
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as P. Borda, of Borda, Inc., utilizes it in a smart, new 
sandal-oxford blend. It is in Amalgamated White No. 81 
with perforations and stitchings in Navy Blue. Amalga- 
mated appreciates the compliment Mr. Borda pays it in 
this design. 

Amalgamated Glazed White is tanned white—giving a 
permanent white that does not turn yellow, resists soiling 
and cleans easily. The process retains the natural grain 
of the finest kidskins. 

Designers, manufacturers, retailers and consumers are 
recognizing a basic fact. Kid shoes contribute to the grace- 
ful lines of the body—and youthful lines of the face. 


AMALGAMATED LEATHER COMPANIES, INC. 
&4 Gold Street, New York Wilmington, Del. 





When writing advertisers please mention Boot and Shoe Recorder 
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NATIONAL SHOE 
NEWS BULLETIN 

















To Serve You Nationally 


i ene officers were elected to lead retailing in the Silver Service (25th 
year) of the National Shoe Retailers Association, which got off to a 
glorious start in the first convention of the year: 


OFFICERS FOR 1935 


President 


M. A. Mittelman, 
Detroit, Michigan 


Secretary-Treasurer 


Herbert J. Rich, 
Washington, D. C. 


Manager 


John J. Holden 
Empire State Bldg., N. Y. 


Vice-Presidents 


Arthur E, Ebbs, 
Swope Shoe Co., St. Louis, Mo. 


F. E. Ballou, 
F. E. Ballou Co., Providence, R. I. 


Harry E. Fontius, 
Fontius Shoe Co., Denver, Colo. 


L. F. Tuffly, 
Krupp & Tuffly, Houston, Texas 


NEW AND CONTINUING DIRECTORS 


R. B. Nay, 
Nay Shoe Co., Wheeling, W. Va. 


David S. Hirschler, 
Hofheimer's, Inc., Norfolk, Va. 


Roy E, Stevens, 
Stevens Shoe Store, Ottumwa, lowa 


Harry E. Fontius, 
Fontius Shoe Co., Denver, Colo. 


L. F. Tuffly, 
Krupp & Tuffly, Houston, Tex. 


J. H. Roberts 
Stone Shoe Co., Cleveland, Ohio 


George B. Hess 
N. Hess’ Sons, Inc., Baltimore, Md. 


Melville Kaufmann, 


Sommer & Kaufmann, San Francisco, Cal. 


Jesse Adler, 
Adler Shoe Co., New York, N. Y. 


W. A. Knight, 
Knight Shoe Co., Portland, Oregon 


L. E. Langston, 
Dunn & McCarthy, Inc., Auburn, N. Y. 


H. C. McLaughlin, 
Potter Shoe Co., Cincinnati, Ohio 


Harold F. Volk, 
Volk Bros. Co., Dallas, Texas 


J. Gordon McNeil, 
Thayer, McNeil Co., Boston, Mass. 


F. E. Ballou, 
F. E. Ballou Co., Providence, R. |. 


George J. Bunn, 
Salem, Ohio 


Arthur E. Ebbs, 
Swope Shoe Co., St. Louis, Mo. 


J. C. Fedler, Jr., 
Boston Shoe Co., Louisville, Ky. 


Otto H. Hassel, 
Hassel's, Chicago, Illinois 


Paul A. Jesberg, 
Walk-Over Shop, Los Angeles, Cal. 


Paul O. Kuehn, 
South Bend, Indiana 


O. E. Thorp, 
Turrell's, Seattle, Washington 
F. A. McLaughlin, 
Abercrombie & Fitch, New York, N. Y. 


John R. Laycock, 
Hanan & Son, New York 


Ben W. Childs, 
Thomas S. Childs Co., Holyoke, Mass. 


William Pidgeon 
William Pidgeon Co., Rochester, N. Y. 





The Press of Country 
Give Us Generous Space 


A typical release, sent to every part 
of the country:— 


From New York Herald Tribune 


The advancement of foot study and 
progress in designing shoes to meet the 
needs of health as well as style were 
held up to retailers as among the fore- 
most opportunities of their profession by 
speakers at yesterday’s closing sessions 
of the National Shoe Retailers’ Associa- 
tion Convention at the Hotel Commodore. 
Laboratory workers and practical shoe 
men agreed that much remains to be 
done in improving the comfort and qual- 
ity of shoes and the service of the shoe 
shops to their customers. 


The way to get complete recovery is 
to cooperate with the government in 
Washington and “not to nag it,” Mayor 
LaGuardia told 1,500 shoe merchants from 
all parts of the country who assembled 
last night at the Commodore at a testi- 
monial dinner in honor of John Slater,’ 
of J. & J. Slater Shoes, a former presi- 
dent of the National Shoe Retailers’ As- 
sociation, who this year served as chair- 
man of the association’s first New York 
City convention. Last night’s dinner, 
while marking the end of the third day 
of the convention, was under the aus- 
pices of the Shoe Merchants’ Council of 
Greater New York. 


Recalling the emergency which existed 
when he first went to Congress in 1916, 
the Mayor said that just as at that time 
when politics were laid aside and co- 
operation became the order of the day, 
so at this time, when another emergency 
prevailed, all must “pull and work to- 
gether and we will come out of it real 
soon.” 


“It is encouraging,” he added, ‘“‘to note 
the optimism sounded by you at this con- 
vention. I am told that you have orders 
to keep the factories running until April. 
That, indeed, is a real sign of recovery.” 


The Mayor urged the shoe men to come 
to New York again next year for their 
convention. He also extended the felici- 
tations of the city to Mr. Slater. “He 
is the kind of a merchant who makes 
this country great,” the Mayor said. 
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RETAILERS ASSOCIATION 


HEADQUARTERS :—3022 Empire State Building, New York 
JOHN J. HOLDEN, Manager 








The Convention in Business Review 


Here's the business record of the Exposition as told 
the nation by the Consolidated News Features, Inc. 


1 ip trend of shoe buying at the Twenty-fourth Annual Convention here of 
the National Shoe Retailers Association points to a gain of 20 per cent 
above that of last spring, according to M. A. Mittleman, of Detroit, president 
of the association, and many manufacturers will not promise deliveries in 
less than seven weeks. 


“Retail stocks throughout the country,” Mr. Mittleman explained, “are 
so low that retailers are concerned about deliveries. A survey of the lines 
exhibited by 700 manufacturers at the three hotels in this city, which is hav- 
ing this convention for the first time, reveals an optimism only exceeded by 
tanners and leather dealers. With retail shoe business in 1934 fully 10 per 
cent more than in 1933 and stocks low, retailers have the clearest outlook 
since 1929. ’ 


“Quality merchandise,” he continued, “is getting the preference these 
days. Women have learned to economize on items other than shoes, which, 
when cheap, soon become shoddy. Therefore, quality merchandise is stag- 
ing a vigorous comeback.” 


The line of men’s shoes displayed at this convention, which has attracted 
18,000 shoe retailers from a]l parts of the country, is the largest and most 
complete in the history of the association, according to Jesse Adler, chair- 
man of the board of directors of the association and president of Adler 
Shoe Co. 

“For spring,” Mr. Adler said, “all-whites for sports will be outstanding, 
with custom as well as plain toes and straight tips as well as wing tips.” 


“The third largest national convention in this country and the first 
large convention in the United States this year augurs well for the success 
of American business in 1935,” said John J. Holden, manager of the National 
Shoe Retailers Association. 


“The rush of retailers to this convention has caused hotels to turn away 
people for the lack of space for the first time since 1928. Every floor in 
one hotel from the sixth to the fourteenth is filled to overflowing with the 
exhibits of the nation’s representative shoe manufacturers. There are more 
than 450 exhibitors in this one hotel alone. 


“Until I get complete reports I am not able to say how much business 
is being booked, in point of dollar volume, at this show, but it will be much 
above the volume at St. Louis last year, when hotel reservations totaled only 
8,100. The 1,100 manufacturers in this major industry last year turned out 
about 350,000,000 pairs of shoes. Present indications are that this year 
will be better than 1934.” 





The Host Gives Thanks 


Acknowledges cooperation to one 


and all. 


AS president of the Shoe Merchants 

Council of the City of New York, | 
would like to express for the Association 
and for myself particularly the gratitude 
we feel for the work done by the busy and 
important shoe retailers and buyers of the 
city in preparation for and giving the testi- 
monial dinner to Mr. John Slater. 

We are particularly indebted to Mr. 
Maurice Miller, who gave up a great deal 
of time and the very splendid work he did. 

We are grateful to: 


Thomas F. Callahan of Altman’s 

Harold Williams of Bergdorf-Goodman 
Joseph Minco of Lord & Taylor 

Joseph Zahn of McCreary’s 

Charles Beall of Best & Co. 

Arthur A. Livers of Frank Brothers 
Harry Rosenthal of Shoecraft 

Arthur Levine of Shoecraft 

Joseph Greenberg of Gimbel Brothers 
Joe Michaels of Saks’ 34th Street 
Manuel Gerton of Saks’ Fifth Avenue 
Louis Sacher of Stern Brothers. 

John L. Alheim of Wise Shoe Company 
All of these and many others gave 


unstintingly of their time to make this 
testimonial dinner a great success. 

I would like also to express our deep 
appreciation to the many manufacturers 
who cooperated with us in paying this 
tribute to our Mr. John Slater. The Shoe 
Merchants Council of the City of New 
York feels much indebted to them. I 
would like to thank each one of them per- 
sonally, if it were possible, but hope 
through this column that they will accept 
these words of thanks. 


Joun Laycock, President, 
Shoe Merchants Council of New York. 
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on prospective winners 


eee 


kets displayed their styles 
under the auspices of the 
Manufacturers Association. 


Nominated by 
Stacy-Adams Co. 


Walk-Over 


Bates Shoe Co. 


Jarman 


Shoe Co. 


Commonwealth 


Shoe Co. 






Weyenberg 
Shoe Co. 


C. A. Eaton Co. 


Walter Booth 
Shoe Co. 


E. T. Wright 
& Co., Inc. 





J. P. Smith Shoe Co. 


Winthrop Shoe Co. 





ar week the RECORDER printed the “dope sheet” 


ported from the Fourth National Shoe Display, St. 
Louis, where outstanding manufacturers from all mar- 





perf. Custom last. 


Calf oxford. Extreme custom toe. 
Perf. collar and vamp. 


All white buck and calf winged 
tip pinked and perforated. Ex- 
treme custom toe. 


Plain toe blucher oxford brown. 
Reversed calf crepe sole. 


in women’s shoes, as re- 


at the showing conducted 
National Boot and Shoe 


Win 


Calf. Cool weight construction. 


Straight last for street. Semi 
broque. 
Ventilated vamp and quarter, 


cork box, regular counter med. 
wide custom. 


All white plain toe plug oxford. 
Ventilated vamp and quarter, med. 
custom. 


White washable calf tailored 
streamline stitched wing tip. Pin 
point perf. Narrow custom. 


last. 


Quarter broque. Centered punch- 
ed tip, med. narrow toe. 


All white stitched wing tip oxford. 
Custom. 


Flexible construction oxford, ven- 
tilated, soft toes and counters, 
flexible innersoles and outersoles. 


White buck wing tip, pinked and 


custom. 


through. 


last. 





Typical Selections of Entries in Men's Race 


White Buck cool weight. 
tip and quarter foxing 


Tailored moccasin type. 
washable calf. Med. custom. 


Moccasin type 
wing and foxing white calf vamp 
with medallion center punched 
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Recorders Racing Form 


Developed With the Help of Exhibitors at the St. Louis Show 


One thing that stood out prominently in connection 
with the women’s styles was the preponderance of 
whites for the coming Summer. 
teresting to note that white shoes seem hardly less 
promising in the men’s field. Here’s the way some of 
the prominent entries line up at the barrier, for it’s 
obvious we couldn’t cover them: 


Place 
Wing 


All white wing tip perf. foxing 
lace stay and tip, custom last. 


All white stitched, wing tip, custom 


White 


All white wing tip. Large perf. 
and pinking. Custom last. 





All white napped, plain toe ox- 
ford. Full custom. 


All white buck wing tip pinked 
and perf. Custom last. 


Light boarded calf oxford. Cus- 
tom trim on custom toe. 
vamp and tip. 


Perf. 


Calf wing tip perf. oxford. Full 


brown or black 


All white and calf long winged 
tip pinked and perforated custom 
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This week it is in- 



















Show 


Semi brogue straight tip. 
perf. vamp, quarter foxing 
and lace piece. 


Plain toe blucher oxford. 
Ventilated. Flexible sole. 
Cork counter, no. box. 


All white and all brown cut- 
out instep strap sandal. 
Ventilated vamp. 






Completely ventilated vamp 
and quarter. Soft box reg- 
yes counter, white washable 
calf, 


Quarter brogue blu. oxford. 
Medallion tip in all white 
and calf. 


All white straight tip perf. 
vamp and quarter. Flair 
tread custom last. 


Light weight calf oxford. 
Narrow toe custom. Spine- 
less construction. 


Light weight calf oxford. 
Custom last. Plain shoe. 
Straight tip. Flexible con- 
struction. 


White buck wing tip perf. 
Narrow custom. 






























Summer weight calf straight 
tip, close trim, beveled 
edge, sole custom last. 








Calf plain toe oxford ten 
iron sole street shoe. Also 
good in cordovan. 











Nominated by 
C. A. Eaton Co. 


Gerberich- 
Payne Shoe Co. 









All white wing tip. Perf. med. toe. 


All white perf. wing tip. 
quarter and eyelet stay. 


Entries in Boys’ Race 


Win 









Perf. 





Elk moccasin type ventilated ox- 
ford. Composition sole. 


Place 


Brown elk blu., seamed tip crepe 











Show 


Brown elk blu. oxford, cor- 
rective type, heavy wing 
innersole. 













Elk moccasin type, leather 
soles and rubber heel. 












Nominated by 
Green Shoe Mfg. Co. 






Gilbert Shoe Co. 





All white air conditioned oxford 
Duplex sole. 10/8 heel. 


Five eyelet blu. oxford, plain toe, 
no box, entirely ventilated vamp 
and quarter. Unlined. 12/8 heel. 


Win 








Entries in Girls’ Race 





Place 


Fancy perf. T strap covered heel. 
Dressy type. 


Plug moccasin type ventilated 
vamp and quarter. 12/8 heel. 





Show 


Air conditioned play shoe 
ee leathers. Flexible welt 
sole. 

















Five eyelet blu. oxford, 
plein toe, saddle. Venti- 
lated vamp and quarter. 
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THE RSNGASHON 


is reflected in the modish 


7-eyelet oxford. 


Shoes of this design require 
eyelets .. . They may be the 
“INVISIBLE” or the modern 
roll setting “INVINCIBLE” 
(visible) type. In either case 
they are smooth fitting and 
there is no roughness on the 
inside of the shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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Looking Ahead in Retail 








an excellent chance, I think, that the 
price level sometime during the next 
five years will go higher than it went 
in 1919; and you had better get ready 
to face that contingency. One of the 
most important things that your or 
any other industry ought to try to do 
in getting ready to meet such a situa- 
tion is to reduce the cost of distribu- 
tion. I know that this sounds like an 
old story. You have all heard it before. 


Rise in Retail Costs 


But are you going to admit that the 
high cost of distribution is like the 
weather — something that everybody 
talks about and nobody does anything 
about? If so, our business acumen and 
imagination have come to a sorry pass. 
During the past 18 or 14 years the cost 
of doing business in department stores, 
for example, has gone up from about 
26 per cent to about 38 per cent of 
sales. Department stores are taking 
about 11 or 12 cents more out of the 
consumer’s dollar for operating costs 
than they were in 1921. Shoe stores 
likewise are taking 8 or 10 cents more 
out of the consumer’s dollar today than 
they did a dozen years ago. Chain 
shoe stores, with a few notable excep- 
tions, apparently have just as high 
costs of operation as do many inde- 
pendent shoe stores. According to the 
figures of the Harvard Bureau of Bus- 
iness Research for chain shoe stores, 
in 1932 the total cost of doing business 
was 37.5 per cent of sales, and there 
was a net loss of nearly 3 per cent of 
sales. At the same time some of the 
large independent shoe stores in 1932 
had a total expense as high as 50 per 
cent of sales, but these conditions 
were, of course, exceptional. The last 
year for which the Harvard Bureau 
of Business Research made a study of 
costs of doing business for retail shoe 
stores was 1928; and in that year the 
average operating expense for 499 re- 
tail shoe stores was only 27.4 per cent 
of sales, that figure including interest 
on investment. In 1982, according to 
the National Shoe Retailers’ Associa- 
tion, the average cost of doing business 
for independent shoe stores was 35.6 
per cent. 

Practically all types of retail dis- 
tributive businesses show rising ex- 
pense ratios over the last 15 years. 
These rising costs of doing business 
mean that a larger part of the con- 
sumer’s dollar is being used to cover 
costs of distribution rather than costs 
of production. As emphatically as 


possible, I say to you that these costs 
of distribution must be reduced. I 


Distribution 


[CONTINUED FROM PAGE 21] 





will give you three reasons why I take 
this position—first, an economic rea- 
son; second, a business reason; and 
third, a political reason. 

First, as to the economic reason—If 
the private capitalistic system is to 
survive, one of its most cherished ob- 
jectives must be to increase prosperity 
and material well being by reducing 
costs of production so as to make a 
great variety of products available to 
a wide market. If this tendency per- 
sists, however, for marketing and dis- 
tribution costs to absorb a substantial 
part of any economy effected in pro- 
duction costs, then our progress in re- 
ducing costs of production is nullified 
and this important objective of the 
capitalistic system fails of attainment. 
If we are to keep business on an even 
keel and maintain a steady flow of 
commodities from producer to con- 
sumer, we cannot tolerate the existing 
waste and inefficiency of distribution. 
There has been a great deal of talk 
in recent years about consumer pur- 
chasing power. A great deal of it has 
been nonsense. What consumer pur- 
chasing power really means is the 
things, that is, the goods and services, 
that one can buy with one’s income— 
in other words, real income. Now if 
we permit these rising distribution 
costs to absorb, as they have been 
doing in recent years, any economies 
that are effected in production costs, 
we are really preventing the increase 
of consumer purchasing power. This 
is a compelling economic reason why 
distribution costs must be lowered. 


High Costs Menace Profits 


Next, there is an important busi- 
ness reason for lowering distribution 
costs, and that reason is profit. The 
high cost of distribution is a menace 
to the profit both of retailers and of 
manufacturers. During the period of 
prosperity in the 1920’s, when distri- 
bution costs should have been going 
down, they were actually going up; 
and the resulting curtailment of re- 
tailers’ profits, as well as of manufac- 
turers’ profits, was one of the impor- 
tant causes contributing to the crash 
in 1929. Many retailers actually made 
poorer profits in 1929, the peak year 
of prosperity, than they did in 1921, 
the bottom year of a depression. 
Through all this period, furthermore, 
the studies of the Harvard Bureau of 
Business Research in a number of dif- 
ferent lines of retail enterprise showed 
with uniform regularity that the con- 
cerns making the highest profits were 
the concerns with the lowest costs of 










doing business. If we don’t find out 
how to reduce distribution costs dur- 
ing these coming years of rising prices, 
these also will be years of profitless 
prosperity, even if a genuine business 
recovery takes place. 


Retailers on the Spot 


In the third place, there is a most 
important political reason for reducing 
the cost of distribution. When prices 
go up, the retailer is going to get the 
spotlight and the glare won’t be soft. 
If prices should move up very rapidly, 
as they might well do in a period of 
inflation, all sorts of profiteering in- 
vestigations are probable, with restric- 
tions of various kinds on mark-ups. 
All this may be very unfair, just as 
the Lever Act in 1919 against mark- 
ing up on replacement costs was un- 
fair; but if you think any considera- 
tions of fairness will have much weight 
with a gang of politicians looking for 
a scapegoat, just take a look around. 
It seems to be part of the political 
strategy of this Administration always 
to have somebody under fire. First it 
was the investment bankers; then the 
commercial bankers; and just now it 
is the public utilities. I should hate 
to bet that somewhere on the list of 
prospective victims to be crucified for 
the edification of the mob you won't 
find the retailers appearing sooner or 
later—presumably the big chain stores 
and department stores. In any such 
hullabaloo the businesses likely to es- 
cape with the fewest marks of combat 
will be those with the lowest mark-ups 
and the lowest costs of operation. And 
that is a cogent political reason for re- 
ducing the cost of distribution. 


Manufacturers Also Concerned 


Now, perhaps, you are thinking that 
these remarks might more appropriately 
be addressed to retailers than to man- 
ufacturers. That I do not admit. I do 
not believe that distributive enterprise 
is itself solely to blame for these high 
costs of operation. I believe that 
producers and manufacturers must 
shoulder part of the onus. We fre- 
quently hear distributors say that 
higher margins are required to cover 
the increasing cost of doing business. 
Is it not possible that the casual re- 
lation really is the reverse? Manufac- 
turers and producers in their severe 
competition for outlets have offered 
higher and higher margins, frequently 
by means of inside prices, special dis- 
counts, advertising allowances, and 

[TURN TO PAGE 40, PLEASE] 
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IN CHICAGO 


Just a few steps from the 
financial, shopping, and theatre 
districts Comfortable beds... 
spacious rooms... silent mail 
signals . . . “known for good 
food” in its six famous dining 
rooms. : 


Rooms with Bath, $3.50 up. 
Rooms without bath $2.50. 


a me PARAMOUNT 
BISMARCK 


You're in the 
HOTEL lend of NEW YORK 


CHICAGO 
. . . The visitor to New York City on 


business knows the importance of a con- 

venient location. That’s why so many 

IN PHILADELPHIA make The Paramount Hotel their head- 
r quarters. 


TIMES SQUARE is the focal point to 
ALL NEW YORK. From here, it is 
a matter of minutes to reach any im- 
portant business district... Of course, 
all theatres, night clubs, restaurants and 
points of interest are right on hand. 


700 ROOMS—700 BATHS 


Suites and sample rooms available 




















Th l dist , 
poe 1 vem isl re pone Daily rates... Single from $2.50 


and business schedules ... Double from #4.90 


And when you come, Dinner » C . re) 
and Supper Dancing in the Club F ' ®) [ = 


mation eon DARAMOUNT 
ments to be kept in the Cocktail 


Room, or in the Mandarin Grill. 46th Street, West of Broadway 
Rates as low as $3.50. NEW YORK 


BELLEVUE STRATFORD CHARLES L. ORNSTEIN, Manager 
a. ni 








CLAUDE H. BENNETT, General Manager 











When writing advertisers please mention Boot and Shoe Recorder 
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Looking Ahead in Retail 
Distribution 


[CONTINUED FROM PAGE 38] 


various other forms of concessions. 
These high margins frequently have 
brought distributors into the field on 
an unsound economic basis and have 
permitted the growth of wasteful and 
extravagant practices. Both manufac- 
turers and distributors I believe to be 
responsible for the existing high cost 
of distribution, and both of them will 
need to cooperate in reducing this cost 
if we are to develop any permanent 
stability in our existing industrial 
order. 

I also have something else to say to 
you as manufacturers. The most im- 
portant and substantially the only de- 
velopment in the direction of lower 
distribution costs in the last 20 years 
has been the evolution of the chain 
store. But not all types of chains have 
been successful in reducing distribu- 
tion costs; and among those which have 
not been successful must be listed, I 
think, a majority of the chains of shoe 
stores operated by shoe manufacturers. 
Now I sincerely believe that one of the 
promising methods of reducing the 
mounting cost of distribution is to in- 
tegrate the functions of retailing, of 
wholesaling, and of manufacturers’ 
selling. 

But there apparently is a much bet- 
ter chance of success for a retailer 
who integrates backwards than for a 
manufacturer who integrates forwards. 
Too many manufacturers’ chains cf 
shoe stores have been misfit conglom- 
erations of former independent cus- 
tomers who had to be taken over for 
one reason or another. Too many of 
them were looked on merely as outlets. 
When a manufacturer undertakes the 
retail function, his whole profit empha- 
sis must shift to the retail end. He 
can no longer think in terms of a 
“profit” on “sales” to his own retail 
outlets. There is no profit until his 
shoes are on the feet of consumers. 
Therefore shoe manufacturers who un- 
dertake to use chains as a means of 
reducing distribution costs must adopt 
a new philosophy and do a considerably 
better job than has been done with this 
type of outlet in the past. 

Now as regards the retail distribu- 
tors themselves, whether chain or in- 
dependent—they have got to study 
their jobs to see where they can cut 
their costs. That means that they have 
got to use figures but not misuse them. 
They need knowledge of costs, of their 
own costs, of average costs, and par- 
ticularly of the costs of the most effi- 
cient types of operation. They need 
to use these figures not as a means of 
price fixing or so-called price stabiliza- 
tion, but as a means of finding out 
where and how economies can be ef- 
fected. 

This job of cost reduction in retail 
distribution is by no means one of 


cheese paring and penny pinching. The 
real advances will be made not by those 
who pin their faith to budgets and 
controls but by those who find out how 
to sell more shoes per salesperson, 
more shoes per square foot of space 
occupied, more shoes per day, per 
month, per year. They will be made 
by those who remember the good old 
economic doctrine of elasticity of de- 
mand; who, instead of pushing mark- 
up higher and higher in order to lay 
hold of a rapidly vanishing profit by 
the coat tails, figure out carefully the 
prices at which they can sell the most 
pairs of shoes. The shoe industry, 
both manufacturing and retailing, 
needs more people who think the way 
Henry Ford does. 

Finally the real advances in obtain- 
ing lower distribution costs will be 
made by those who have the imagina- 
tion to develop new methods of distri- 
bution. We are overdue for some new 
ideas in distribution. New develop- 
ments in distribution frequently grow 
out of depressions. The whole chain 
store development received a tremen- 
dous impetus in the depression of 1921. 
What in the way of new developments 
in distribution can be expected to grow 
out of this depression? Who in the 
shoe business are going to do a pioneer- 
ing job of developing those new ideas 
and methods? Incidentally, when 
somebody comes along with some new 
and perhaps radical ideas on how to 
get shoes off manufacturers’ shelves 
and on the feet of customers, don’t 
all jump on him and call him an il- 
legitimate chiseler, because that is the 
way progress is made. 


A New Spirit in Retailing 


[CONTINUED FROM PAGE 17] 


“The Governor of our greatest state, 
the Empire State, sent us a message. 
The Mayor of the largest city in the 
world made a pleasing and wonderful 
address. 

“President of the Bronx, Jimmy 
Lyons, who was raised in the shoe in- 
dustry, proved that the world may well 
draw on the shoe industry if govern- 
ment and better statesmanship shall 
prevail. 

“Our own Andy Anderson was ring- 
master, and no showman could have 
presented his stars more pleasingly or 
more characteristically than he did. 

“The background of the great dinner 
was, of course, Mr. John Slater. Here 
we honored a man whose very being is 
characteristic of craftsmanship, of 
such honesty as is so well described in 
Edward Markham’s poem ‘How the 
Great Guest Came.’ 


“Whether ’tis hidden 
Or whether it, show 

The work must be sound 
For the Lord will know.’ 


“It was the most representative 
gathering of shoemen ever held, and 
did John Slater an honor, and by so 
doing ennobled and lifted the shoe in- 
dustry to a higher plane in the estima- 
tion of the world. 

“The banquet closed with the great- 
est talent that New York had to offer. 
and, strange to say, few left the room 
before it was over. The audience was 
held until nearly two o’clock, in itself 
great evidence of the approval of the 
24th Annual Convention. 

“A common statement made during 
this Convention was that more of the 
better and higher grade shoes would 
be booked than had been booked during 
the depression. 

“The business meetings and lunch- 
eons were well attended, and the papers 
read there, to me, about the best I ever 
heard. Everything moved smoothly. 
Everything seemed to be coordinated, 
for which we must thank John Holden 
who has proven himself an able, an 
economical, and an efficient secretary. 
The entire industry should support 
him in his position for he, to my mind, 
represents the kind of man who will 
gain the confidence of every branch 
of the industry, and no doubt will 
finally succeed in bringing about a con. 
dition in the industry under which we 
may all work together in harmony. 

“When an industry becomes _har- 
monized it produces music, and we 
would be all the happier for being in 
such an industry. We will move with 
rhythm—instead of a jerky stride- 
discord. 

“President Mittelman was wreathed 
in smiles. He had a hectic year, and 
many difficult problems to solve, but 
the New York Shoe Council came to 
his rescue and did a great job for the 
industry as well as for New York. 


“What impressed me most at this 
Convention was the higher standard 
of business, the excellence of the lines 
shown. Class was evident everywhere, 
and the much-talked-of degeneracy of 
cheap shoes was absent. 


“It was an example of the efficiency 
of retailers in dramatizing the shoe 
business, and proves what can be done 
if a whole-hearted cooperation in the 
industry on some sound economical 
basis could be established, with the 
proper income to maintain the insti- 
tution of an annual exhibit and con 
vention of the entire industry, proper] 
distributed to maintain our association: 
that cannot in every case be supporte: 
by individual appeal. Nevertheles: 
thousands of individual members ar: 
necessary to produce the moral forc 
of the industry.” 


A very significant sidelight of th 
John Slater testimonial dinner was th 
presence, at the head table, of th 
merchant princes of New York—hea‘ 
of the largest department stores in thi 
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world. They came to pay tribute not 
only to a fellow-merchant but to a new 
spirit that has come into their own 
lives. For a generation, it has been 
the policy of department stores to keep 
their buyers and executives out of 
trade activities. Some stores have 
gone so far as to prohibit the making 
of statements and publicity of pictures. 
But all that is past. When the leading 
stores of New York pour themselves 
whole - heartedly into an N.S.R.A. 
convention, furnish gowns and ap- 
parel for the runway, give of the time 
and talents of their shoe executives to 
the work, then it is most certain that 
from now on shoemen in department 
stores will begin to play a bigger part 
in associations everywhere. 

Let this be a tip to department stores 
everywhere that their shoe executives 
are, after all, shoemen first and good 
department store merchandisers second. 
This is one of the many accomplish- 
ments of the New York Convention 
worthy of emphasis and re-emphasis as 
times goes on. 

Another significant thing is the re- 
turn of the fashion impulse as demon- 
strated by the finest style show ever 
held in the industry. The group of 
quelity shoe manufacturers displaying 
their latest creations for all to see 
was not only a great gesture of un- 
selfishness but a magnificent stroke of 
good business. The chisel will be less 
and less an instrument in the buyer’s 
hand when fashion becomes more de- 
sirable than price. 

Fashion was reborn as a factor in 
shoe merchandising at this style show. 
The very spirit of the entire Exposition 
Week was selection of better fashions 
and better shoes for the public this 
coming Spring and Summer. 

This evening was significant also for 
the active participation of the score 
of young men who might be termed— 
second generation of association lead- 
ers—men who were making their mark 
in retailing in all parts of the country. 
Conspicuous for platform service were 
these young men: M. A. Mittelman, 
George B. Hess, Harry E. Fontius, 
Harold Volk, Clarence Faflik, John J. 
Holden and others too numerous to 
mention — all potential presidential 
timber in years to come. The invigorat- 
ing influence of new blood and new 
inspiration was token of the possibili- 
ties for progress. 

The Shoe Merchants Council of New 
York, not satisfied with filling an eve- 
ning with a banquet, speech-making, 
fashion show, etc., added theatrical 
entertainment to make it complete. 

We will have much of merit to pub- 
lish in early issues so that merchants 
everywhere, who were unable to be in 
New York, may pick up the thoughts 
of many serious men and find them 
useful at retail—notably—the ortho- 
pedic session revealed a number of 
new approaches in service to the public 
through types of shoes to help and cor- 
rect foot posture troubles. 
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The world’s smoothest shoe salesman 


Here’s a product that earns its salt twice. Trimfoot yields 
one profit as an accessory, with a 100% mark-up. It yields 
still another profit—the mark-up on the shoes themselves 
— every time Trimfoot saves a sale. 


In several thousand shoe stores Trimfoot is the first resort 
— the first “T.O.” (Turn Over) — when the condition of a 
customer’s feet interferes with the progress of a sale. 


More than 75% of the customers who come into the average 
shoe store are tortured by metatarsal pains and callouses. 
In many cases sales are half lost before you even begin to 
wait on them. 


Trimfoot, the dainty device that relieves the torture of meta- 
tarsal pains and callouses, is more than a champion sales 
saver. It minimizes returns and complaints, builds repeat 
sales, creates satisfied customers and provides an extra 
profit as an accessory. 


FITS INTO SHOE IN 
SECONDS 


Any intelligent salesman can fit 

Trimfoot in a few seconds. Sim- 

ply try it in the shoe to check 

exact position of the metatarsal 

... then pull off paper protecting 

the adhesive .. . and apply. Once 
inserted it sticks in position for 

the life of the shoe. P List Price 600 


Dozen Pairs 


Retail Price $] 00 
Order a few trial pairs now! Write to- ° 
day for the Free booklet, “Here’s How.” _ Pair 


WIZARD COMPANY 
ST.LOUIS, MO. + + + WALSALL, ENG. 


Canadian Distributors, Canadian Specialties, Ltd., 49 Sanford Street, South Hamilton, Ont. 


Remember: S/ip in Trimfoot— and save the sale! 
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“How nice 


they look inside!” 






S cosestul retailers know 






that the inside as well as the 


outside of a shoe must be neat 






and trim in appearance. 






Du Pont Pontan Quarter Lining, 






because of its uniformity and 






practical working qualities, is at- 






tractive in appearance and will 






impress the customer favorably. 







It is furnished in white, gray, fawn 


and other appealing colors. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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NATIONAL NEWS 


Page 43 


What's Doing In the Shoe World 


SATURDAY, JANUARY 19, 1935 





Unusual Contests at Michigan 
Convention 


DetroIt—Planning for the Michigan 
Retail Shoe Dealers Convention at 
Grand Rapids, Nathan Hack of Detroit 
issued the boast that the Michigan as- 
sociation is the largest in the country. 

Prizes are being offered for the big- 
gest feet at the convention, in a unique 
contest. The association is sponsoring 
another new type of contest—for the 
most popular shoe dealer in Michigan. 
Another one is being waged for the 
most popular shoe traveler—and the 
salesmen expect to find out what their 
customers think of them. 

“A style pageant with eighty-five 
hand-picked mannequins will highlight 
the convention,” according to Hack. 
“In addition to the girls, fifteen at- 
tractive young men and ten beautiful 
children, ages three to ten, with demon- 
strate what the well-dressed man, wo- 
man, and child will wear for Spring 
and Summer.” 

Committees in charge are as follows: 

By-Laws Committee—J. H. Burton, 
chairman; O. R. Jenkins, Stuart J. 
Rackham, Steven J. Jay, Edward 
Stockler, Clyde Taylor. 

Publicity Committee—Nathan Hack, 


chairman; O. R. Jenkins, J. H. Burton, 
Tom Hammond. 

Grievance Committee—E. T. Nun- 
neley, chairman; George Owens, Oscar 
R. Hess. 

Entertainment Committee — Arthur 
Allen, chairman; B. C. Olsee, Max 
Harryman, Herbert Burr, Robert Mur- 
ray. 

Finance Committee— Mark Cary, 
chairman; Karl Kampf, Fred Elliott. 

Insurance Board—Stuart J. Rack- 
ham, chairman; Edward Stocker, Ed- 
ward Dittmann. 

Membership Committee——O. R. Jen- 
kins, chairman; Arthur Allen, Ralph 
Meanwell, Edward Stocker, R. J. 
Schmidt, George Rowe. 

The executive committee of exhibitors 
is as follows: L. R. Armstrong, chair- 
man, of Brown Shoe Co.; Entertain- 
ment Chairman—Curtis Johns of Grove 
Shoe Co.; Publicity Chairman—C. H. 
Bloom of Ebner Shoe Co.; Style Show 
Chairman—Jesse Wycoff of Hoge- 
Montgomery Shoe Co.; Finance Chair- 
man—Bob Byrne of Bob Smart Shoe 
Co. 





Canada's Production Off 


MONTREAL, CANADA — Leather foot- 
wear production in November showed 
a seasonal decline from the previous 
month and fell four per cent below the 
figure for November a year ago. For 
the year, to November, production is 
about five per cent less than 1933. The 
total November production has 1,316,118 
pairs, 26 per cent below that of Novem- 
ber, 1933. 


January Sales Increase 


Detroit, MicH.—Stuart J. Rackham, 
Inc., is featuring a sale of “Taylor- 
Made” shoes this week. Window dis- 
plays tie in the name well with Clyde 
K. Taylor, well known shoe stylist, who 
is a partner in the store, and runs the 
children’s department. Taylor reports 
that business is much better than a year 
ago, and January sales have shown a 
tremendous increase in all departments. 
No outstanding features are indicated, 
but a wholesome increase all long the 
line is evident. 


SELL EVENING SHOES 
For the President's Birthday Ball 


On January 30th, President Roosevelt's birth- 
day, there will be held in 5,600 communities 
all over the country, the greatest network of 
pageantry ever organized for a single charity. 
It is estimated that four million people will 
dance in the President's honor and help in the 
relief of sufferers from infantile paralysis 
throughout the United States. 

In New York City, the entire proceeds of 
the ball at the Waldorf Astoria will go to the 
Research Fund—a fund to be devoted ex- 
clusively to isolating the dreaded infantile 
paralysis germ and wiping out the scourge. 

In all other communities, 30 per cent of the 
proceeds will be used for this same purpose. 
The other 70 per cent will be used by each 
locality to send its needy infantile paralysis 
victims to Warm Springs, Georgia, to benefit 
by the curative waters there. 

Promote the ball in every way possible— 
with special window displays, announcements, 
etc., and if you have been rendering a service 
in footwear to sufferers of infantile paralysis, 
say something about it. 

At the same time, this ball gives you a real 
opportunity to wind up your Winter season 
footwear for evening and dress occasions. 


Nettleton Shows Good Increase 


SYRACUSE, N. Y.— The A. E. Nettle- 
ton Company of Syracuse and its 35 
shoe stores throughout the United 
States are experiencing the biggest up- 
turn in business since 1931, according 
to Henry W. Cook, president of the 
firm. 

Mr. Cook, in predicting “even a 
bigger year in 1935,” said that business 
during. the last 12 months has given 
the firm “a wholesome and encouraging 
outlook.” 

“Our business this year has been the 
best since 1931,” he declared. “Factory 
shipments and also aggregate sales at 
35 Nettleton stores throughout the 
country show a gain of 10 per cent over 
1933. Indications point to even better 
results next year. 

“People are spending more freely 
than at any time in the last four years 
and there is in evidence a tendency on 
the part of the consumers to get back 
to quality merchandise,” he added. 

“Nettleton factory activity has been 
picking up since September, with opera- 
tions now on a five-day week basis and 
number of employees normal.” 


New Stores in Frisco 


San FRANcISco, CaL.—Karl Shoe 
Company and Gallenkamps, both large 
local retailers, have added new stores 
to their string, in the fast growing 
Marina District, on Chestnut street. 





DATES TO REMEMBER 


Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
Rapids ...... Jan. 20, 21, 22, 1935 


Middle Atlantic Shoe Retailers Associa- 
tion, Atlantic City. ..Jan. 21, 22, 23, 1935 


Indiana Shoe Buyers Week, Claypool Ho- 
tel, Indianapolis .... Feb. 10, 11, 12, 1935 


Southwestern Shoe Travelers Annual Meet- 
ing, Hotel Texas, Fort Worth, Tex., 
Feb. 2, 1935 


Texas and Oklahoma Shoe Retailers Asso- 
ciation Convention, Fort Worth, 
Feb. 4, 5, 6, 7, 1935 
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in PHILADELPHIA 


YOU men who recog- 

nize good values in- 
stantly have labeled 
The Vendig a "good buy 
in Philadelphia" — and 
this is why! 









4/NEW and MODERN— 
225 large outside rooms each 
with bath, ceiling fans and 
window screens. 







,/MODERATE PRICE— 
single from $2.50, double 
from $3.50, and sample rooms 
from $5.00. 


4/CONVENIENT — one 
square from Reading Terminal 
and Broad Street Station. 


HOTEL 
VENDIG 


13! & Filbert Sts. 
Philadelphia, 
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Smart Mailing Piece 
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Shee Salen, at Michigen Aveave sad Medison, Presents 
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This smart piece of Direct Mail sent out by Wolock and Bauer of Chicago, has that 

air of dignity that is so much a part of style. The art work is clean cut and of the 

character that women are accustomed to seeing in their favorite magazines, the 
type arrangement is specially impressive. 





Hows 
Business 


Sales Up in Omaha 

OmaHA, Nes.—As far as Omaha is 
concerned the shoe dealers are unani- 
mous in displaying optimism to a 
greater extent than any time during the 
last two years. All, except a very few 
who sell nothing but lower-priced shoes, 
can point to an increase in dollars, and 
in most instances to an increase in 
number of units sold. And in that last 
statement lies the secret of the opti- 
mism. More dollars have entered the 
till by at least 22 per cent in Omaha 
than during 1933. The secret of the 
increase does not lie so much in increase 
in units as in the fact that there has 
been a constant tendency on the part 
of the consumers of Omaha to buy bet- 
ter merchandise. This pleases the deal- 
ers immensely. 

One man operating four suburban 
stores reports an increase of 18 per 
cent for each of the four. Another 
says 20 per cent, another 22, then 25 
and on up in varying degrees to one 
of the better brands where the increase 
was 38 per cent. Of sixteen shops vis- 
ited where figures were obtainable it 
showed the increase in Omaha sales 
of shoes over last year to average 22.28 
per cent. 

Four stores dropped their lowest- 
priced line during the year and added 
a line at the top, thus increasing the 
unit price. In each instance dealers 
report a decided gain in money volume 
as a result. Not only that but it in- 
creased the sales in the $6.50 and $7 
lines so the gain was so much better. 


Rochester Production Spotty 


ROCHESTER, N. Y.—With an increase 
in buying in the leather market the 
only indication of optimism for the im- 
mediate future, shoe factories of the 
Rochester area remained generally at 


low ebb this week, with production con- 
ditions ranging all the way from tem- 
porary layoffs to increased cutting. 

Part of the spottiness of shoe pro- 
duction was laid in part to the uncer- 
tainty of the leather market, although 
firming prices last week indicated a 
revival in manufacturing is not far 
off. Slipper factories and one or two 
women’s plants were stepping out in 
production, but others were in a lull. 

Slipper factories at Dansville and 
Dolgeville were working at near peak, 
but expectations were they would taper 
off shortly as the season ends. How- 
ever, the best slipper season in years 
for retail stores was regarded as an 
augury for continued manufacturing 
until Spring. 

The E. P. Reed Co. stepped up its 
production to between 2(00 and 2500 
pairs a day after revamping its cut- 
ting room and storerooms. Cutting has 
begun in the Marshall, Meadows and 
Stewart factory in Auburn and at Gray 
Brothers in Syracuse. The C. P. Ford 
Co. in Rochester was expecting a 
spurt as the result of road orders. 

On the other hand, the W. B. Coon 
Co. asked workers to turn in their 
passes for a temporary shutdown, 
which is expected to last until the sea- 
son gets under way. Other factories 
have been marking time. 





Record Year in Denver Stores 


DENVER, COLO.—Virtually every shoe 
store and department here had a won- 
derful Christmas trade. Silver and 
gold evening slippers were the leading 
line. Practically every store in town 
sold more of this merchandise than 
ever before. However, a lot of busi- 
ness was done on house slippers and 
street shoes. Some stores reported 
more street shoe gifts sold than usual. 
There were few firms which did not 
have radical increases over last year. 
Some buyers reported that while fina! 
figures were not in, indications wer 
that volume would be almost double 
last year. But the general increase: 


ranged between 25 per cent and 60 pe: 
cent. 
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Whats New 


Leather Union Suits— 
What Next? 


Peaspopy, Mass.—A new kind of a 
chamois leather, tanned here, is being 
made up into union suits, these having 
draw strings at the neck, the wrists 
and the ankles, so that wearers can 
bundle themselves up cosily against 
cold winds. Winter sport costumes are 
worn over these leather union suits. 





Leather Breeches 


Boston, Mass.—Thayer McNeil & 
Co. have added leather breeches to their 
stock, these being for youngsters who 
play out of doors in Winter weather, 
the body of the garments being of suede 
calf and legs below the knee being 
of grain calf. 


New Little Lasts 


LyNN, Mass.—New lasts, for chil- 
dren’s stitchdown shoes, have round 
toes, narrower than common, and the 
edges of the lasts are bevelled so as 
to get a slim looking sole line, the lasts 
being intended for dressy stitchdown 
shoes for children, something different 
from the familiar play and_ school 
shoes. Some of these lasts carry heels 
a bit higher than those usually seen. 


BOOT AND SHOE RECORDER, January 








1935 





19, 


Leather Neckties 


LYNN, Mass.—Novelty shoe leathers, 
and other fancy leathers, are to be 
made up into neckties, and Lynn firms 
are working on cutting dies and other 
equipment for the necktie factory. 





Combination Boots 


Boston, Mass.—Combination boots 
selling here are a 14-inch lace boot for 
women, of a pattern and construction 
useful for tramping, horse-back riding 
or standing by and watching Winter 
sports. 


Hobbed Moccasins 


Boston, Mass.—Moccasins of heavy 
leather have a stout outsole sewed to 
their bottoms, it being of waterproofed 
leather, and this outsole is studded 
with hob nails so that one has non-skid 
shoes for walking wherever the going 
is slippery. 


Anthony F. Culkin 


CoLORADO SPRINGS, CoLo.—Anthony 
F. Culkin, 67, former sales manager 
of the Peters Shoe Co., died here Jan. 1. 
He retired from active business nearly 
ten years ago. He is survived by his 
widow and a son, Edmund Culkin, both 
of whom reside in this city. Because 
of his business interests, Mr. Culkin 
made his home in St. Louis until re- 
cently. 








Page 45 






Whats 
Selling 


Plaid Sandals 


Boston, Mass.—Thayer, McNeil are 
featuring plaid fabric sandals, trimmed 
with strippings of bright colored patent 
leather. These are for the Winter re- 
sort trade. 


New Foot Gloves 


Boston, MAss.—Filene is selling new 
foot gloves for women, or slippers of 
glove tanned leather, in blacks and 
colors, and lined and collared with 
white woolskin. 





More Perforations Coming 


LYNN, Mass.—Makers of perforat- 
ing tubes start the year with more 
orders than ever before, and, also, pro- 
mises of larger orders to come, and so 
it looks as if more shoes would be 
perforated than ever. Yet the first man 
who got a cobbler to punch holes in 
his summer oxfords, to ventilate them, 
was called a visionist. 
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In New York 


2 FOR ROOM WITH BATH 


584 large, attractively furnished rooms, 
with private bath...from $2 single and 
$3 double, with running water...from 
$1.50 single and $2.50 double. Home of 
the new Garden Restaurant and the fa- 
mous Cafe Bar Martinique. Direction: 
American Hotels Corporation. J. Leslie 
Kincaid, President. George H. Wartman, 
Supervising Manager. 
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EVANS’ SLIPPERS 
Hand turned — Cement 
Padded Sole 
For Men, Women, Children 
77 Styles in Stock 
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New Thom McAn Manager 


MICHAGAN City, IND.—William S. 
Christiansen of Milwaukee, Wis., has 
arrived here to take charge of the Thom 
McAn store, 527 Franklin Street. He 
replaced S. Shanken, who has returned 
to Chicago. Rudy Krueger of this city 
will continue as assistant manager of 
the store. 
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Bostonians on Biscayne Bay 


MIAMI BEACH, FLA.—Mr. and Mrs. 
Francis B. Masterson photographed 
while strolling on the boardwalk here. 
Mr. Masterson flew north and attended 
Convention of The National Shoe Re- 
tailers Association at The Hotel Com- 
modore. 


About People 


Bayne With Ernest Kern 


DETROIT, MicH.—Jack Bayne, man- 
ager of the men’s department of Stuart 
J. Rackham, Inc., has resigned from the 
organization to take a position with the 
men’s department of Ernst Kern Com- 
pany, large Detroit department store. 
Bayne was with Rackham for over a 
year. His position has been taken by 
Merle Gregg, who was formerly with 
the women’s department of the Rack- 
ham company. 


Charles Viegard Improved 


RocHESTER, N. Y.—Charles Viegard, 
claimed by some to be the oldest active 
shoe salesman on the road, is recov- 
ering from a serious illness at his home 
here. A specialist in children’s foot- 
wear, he is employed now by the Tiny 
Tot Shoe Co. He is a past president 
of the Rochester Association of Travel- 
ing Shoe Salesmen. 


In Fight With Bandit 


DETROIT, MicH.—Isadore Wexler, 
owner of an east side shoe store at 
11423 Mack avenue, is in Detroit Re- 
ceiving Hospital, following a fight with 
a bandit who held up his store on Dec. 
31. He was opening his store in the 
morning when the man entered and 
ordered him to the back room. While 
the bandit was getting the money, 
Wexler reached for a gun and was in- 
jured in a hand-to-hand battle. 


Foot Clinic Success 


J. P. O'ROURKE 


OKLAHOMA City, OKLA. — J. P. 
O’Rourke, who purchased the Ground 
Gripper and Cantilever Shoppe here 
last September, reports an unusually 
gratifying business during the past 
four months. The store, located at 123 
N. Robinson Street, is now being operat- 
ed under the name of O’Rourke Shoe 
and Foot Clinic. The same lines of 
shoes are being scientifically filled by 
X-Ray. 

“We are doing everything possible,” 
said Mr. O’Rourke, “to give our custom- 
ers the correct fit in the correct last that 
it required for the individual foot and 
in all cases see to it that the customers 
gets the maximum amount of foot com- 
fort.” 

Mr. O’Rourke started as a shoe sa!es- 
man in the Le Compte Booterie, Okla- 
homa City, in 1914, working there until 
1917, when he joined the Navy. Follow- 
ing the Armistice, he came back to the 
shoe business at the same store. In 
1920 he went to Al Rosenthal’s, which 
is one of the finest high-grade ready- 
to-wear stores in the state, where he 
was assistant manager and later man- 
ager of the shoe department. In 1931 
he went to the Ecton Smart Shoe 
Shoppe, where he remained until July, 
1934. 

Mr. O’Rourke’s present store has a 
seating capacity of 14 people, a small 
hosiery department, two complete chi- 
ropody offices on the mezzanine and a 
small office space. Five people are em- 
ployed, in addition to the proprietor. 


Patent on Heels 


PEABODY, Mass.—Roger B. Hill has 
secured a patent on heels made of a 
composition of materials, and has as- 
signed his patent to the Brown Co., 
of Portland, Me., makers of “Solka” 
products. 
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WILL SELL 


The Flex-To-Fit 


proper support. 
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Northampton, England 
Frankfurt, Germany 


FLEX-TO-FIT FAIRY LASTS 


Thousands of Shoe Retailers and Manufacturers have 
proved that Fairy Forms help sell shoes. The airy 
lightness of Fairy Forms makes shoes easy to handle. 
Their perfect forming brings out the style and charac- 
ter in a shoe. Fairy Forms make your samples and 
display shoes appear at their best when displayed for 
the buyers’ inspection. 


oxford and strap models, although it is effective for 
practically every type of women’s or children’s shoes. 
The flexible back member not only holds the form 
snugly up into the toe, but also by the gentle pressure 
exerted against the counter prevents any tendency of 
the shoe to curl up and at the same time provides 


red, yellow, green, pink, blue and lavender as well as 


SHOE FORM COMPANY, Ine. 


AUBURN, N. Y. 


Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Que. 





YOUR SHOES 


Fairy Last is especially adapted to 


Made in six pastel colors, including 


Mexico City, Mexico Paris, France 
Melbourne, Australia 








PHILADELPHIA, Pa. — The annual 
meeting of the Philadelphia Shoe Trav- 
elers Association, as usual preceded by 
a luncheon, was held at the Hotel 
Adelphia on Saturday; Jan. 5. The 
affair was very enjoyable, a good en- 
tertainment of song and story accom- 
panying the luncheon, and an atten- 
dance representing a large majority of 
the membership, as well as_ several 
guests. 

At the business meeting following 
the luncheon, the affairs of the asso- 
ciation were shown to be in very good 
condition, and the enthusiasm of the 
membership for the organization, un- 
diminished. The guest speaker of the 
occasion, George Meeley, of Ohio 
Leather Co., talked on the trend to- 
ward grading up in shoe merchandis- 
ing and the emphasis placed both by 
the market and the consumer on mat- 
ters of style and quality rather than 
price. Charles Scanlon presided. 

At the election which concluded the 
business session the following officers 
were named for the succeeding year: 
President, Sidney Horowitz;  vice- 
president, L. Duross; secretary, Paul 
Lippincott, Jr. The board of gover- 








On the selling end 


News of the Travelers and Sales Activities 





Sidney Horowitz Heads 
Philadelphia Travelers 





SIDNEY HOROWITZ 





nors consists of: Frank Oberfield, Frank 
Fitzpatrick, Edgar M. Scattergood, O. 
J. Paden. 

Mr. Horowitz has just taken the 
representation of the lines of Gale 
Shoe Manufacturing Co. of North 
Adams, Mass., which he will present 
through eastern Pennsylvania, Mary- 
land and Washington, D. C. He has 
many friends in the territory he is cov- 
ering, made during the course of his 
long connection with the Marion Shoe 
Co. 


_ Southwestern Travelers to Meet 


Fort WortH, Tex. — The annual 
meeting of the Southwestern Shoe 
Travelers Association will be held in 
the Hotel Texas, Fort Worth, at 2 
P. M., Saturday, Feb. 2. This is just 
previous to the annual convention of 
the Texas-Oklahoma Shoe Retailers 
Convention. 

At their meeting the shoe travelers 
will learn first hand what has been 
accomplished by the Railroad Commit- 
tee in the way of obtaining reduced 
rates and better accommodations for 
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MRS. DAY’S IDEAL BABY SHOES 

Infants’ Soft Seles...0-3 

tatermediates 1-5 

Flexible Hard Soles. .2-8 

Send for In-Stock 
Catalog 

MRS. DAY'S IDEAL BABY 
Locust St. Danvers, Mass 
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the shoe travelers from E. C. Kelleher. 
The progress that the National Shoe 
Travelers Association has made on the 
code for shoe travelers will be dis- 
cussed. The Texas officers, E. H. Moody 
in particular, who attended the Na- 
tional Convention in St. Louis, are 
bringing back new interpretations of 
the group insurance problems for the 
enlightenment of the members. 

Early reports indicate that at least 
75 to 100 members will be in atten- 
dance at this meeting. As usual all 
members of the N.S.T.A. will be 
welcomed. President J. L. Sullivan 
reports the largest membership in his- 
tory, 241 paid membérs, and gives 
a large part of the credit for this fine 
showing to the great work of the sec- 
retary, W. T. Mitchell. 

An open discussion in which all mem- 
bers are urged to air their grievances 
on hotel and railroad services will be 
a feature of the afternoon’s session. 


C. H. Butler Attends Convention 


JOHNSTOWN, N. Y.—C. H. Butler, of 
Johnstown, N. Y., who has been in the 
shoe business 60 years, visited the con- 
vention and shoe show of the National 
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Sorority Shop for Memphis 


MEMPHIS, TENN.—The new Sorority 
Shop, just opened in the shoe depart- 
ment in Goldsmith’s department store, 
Memphis, features, for the most part, 
high style types for the young girls to 
retail around the $5 mark. 

This shoe department, under the able 
leadership of Buyer A. B. Thomas, has 
shown a remarkable increase in busi- 
ness. Much of this gain in trade is 
traceable to the several special sections 
of which the Sorority Shop is the latest 
addition. Adjoining the 75-chair main 
women’s shoe section are the children’s 
Little America Shop and the Vitality 
section, while the Foot Saver section 
is near the chiropodist’s offices. 

Jack W. Tucker has recently been 


installed in charge of the Dr. Scholl 
Foot Comfort department which works 
in conjunction with the doctors. The 
head chiropodist, Dr. W. S. King, sold 
shoes on the floor at Goldsmith’s. After 
getting his degree at the Illinois Col- 
lege of Chiropody, he became profes- 
sionally associated with the store. He 
is assisted by Dr. A. Louise Eichberg, 
also a graduate of the same college. 

This entire group is under the direc- 
tion of the shoe buyer. Mr. Thomas 
points with pride to the fact that every- 
body selling shoes under his jurisdic- 
tion has taken the Dr. Scholl course, 
thus enabling them to be better shoe 
fitters. 





Shoe Retailers Association in New 
York last week. Mr. Butler is 83 years 
old and one of the best known shoe 
men in that section of the state. He 
is a prominent citizen of his com- 
munity and has a host of warm friends 
among the shoe travelers who have 
called upon him for many years. 


Big Gain in Spring Orders 


CoLumMBus, O.—With Spring orders 
60 per cent ahead of last year at this 
time, and orders for immediate delivery 
still good, the Walker T. Dickerson fac- 
tory has gone on a full schedule of 
production, according to Walker T. 
Dickerson, its president. Business in 
November was 54 per cent greater than 
that of November last year, he de- 
clared. Prospects for the future are 
unusually bright. 


Slipper Sales Active 


PAWTUCKET, R. I.—Albert Mushnick 
is manager of the newly-opened Phil- 
lips Shoe Store in this city. Mr. Mush- 
nick reports a satisfactory volume of 
business since their opening. At pres- 
ent they have a fine slipper business, 
and are cashing in on the season’s gift 
business. 


International Shoe Co. Report 


St. Louis, Mo. — In a report just 
issued by the International Shoe Co. 
covering the fiscal year ending Nov. 30, 
1934, net earnings were reported as 
being $8,067,024, while earnings for 
the same period for the year previous 
amounted to $9,090,566. 

Net sales to customers totaled $77,- 
168,682, compared to $70,343,128 last 
year, an increase of $6,825,554. A total 
of 44,804,507 pairs of shoes were pro- 
duced by the factories of the company 
this year, against 43,661,589 in 1933. 

Earnings per share on the 3,350,000 
shares outstanding at the close of the 
fiscal year were $2.67, compared with 
$2.58 in 19338, $1.80 in 1932 and $2.55 
in 1931. The company’s preferred stock 
having been retired in 1933, the state- 
ment explains, all earnings now apply 
to the common stock, which accounts 
for the increase in earnings per share 
despite the decrease in total net in- 
come this year. 

The company’s total current assets 
are placed at $52,634,439, or thirteen 
times its current liabilities of $4,005,- 
251, which include a reserve for in- 
come taxes of $1,915,000. 
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The RIGHT FEATURE shoe which has undergone the acid test o. 
several years manufacture will produce REPEAT PROFITS for you. 
Nu-Matics with their patented, scientific, "cushion" and "nail-less" 
features are virtually non-competitive. 
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Cleveland Shoemen Optimistic 


CLEVELAND, OHI0—Retailers in this 
section are looking forward to 1935 
business with considerable optimism. 
There are several reasons for their 
prediction that the biggest volume in 
years lies just ahead. First, there is 
the increasing demand for opera 
pumps, evening slippers and other 
luxury forms of footwear. Second, 
the “one-pair” man is gradually de- 
veloping once again into a “two-pair” 
customer, with higher class buyers also 
increasing their wardrobes. Third, 
general conditions indicate an increase 
in buying power which will stimulate 
greater trading in all fields. 


Shoes Shown at Cleveland 
Exposition 


CLEVELAND, OHIO—Two of Cleve- 
land’s most prominent shoe retail 
organizations and one of Ohio’s most 
prominent manufacturers took part in 
the Cleveland Exposition, sponsored 
by the Cleveland Chamber of Com- 
merce, Dec. 29-Jan. 6. Those exhibit- 
ing in the footwear trade were the 
Stone Shoe Co. and Chisholm Boot 
Shops, Inc., of Cleveland, and the Sel- 
by Shoe Co. of Portsmouth, Ohio. 





NEW ORLEANS, Dec. 28—Doubling of 
the volume of shopping in New Orleans 
retail stores by those outside of the 
metropolitan area will be sought in the 
1935 program of the committee of man- 
agement of the retail merchants’ bureau 
of the Association of Commerce, Ken- 
neth C. Johnstone, committee chairman 
and executive of D. H. Holmes & Com- 
pany, Ltd., declared. 

The first step will be the enlisting of 
co-operation from all retail merchants 


Co-operate in Drive for New Trade 





in the city with the association’s move, 
he said. In building up the volume of 
trading in local stores, New Orleans 
may be regarded as a main shopping 
center of the South. 

“We are seeking to make New Or- 
leans the favorite shopping place in 
Louisiana and Mississippi. Close co- 
operation of retail merchants will at- 
tract people from outside the city to 
our stores,” he stated. 





Merchants Fight "Sidewalk" Law 


NEw ORLEANS, LA.—A four-year ex- 
tension of time in which to comply 
with the “sidewalk” ordinance was 
authorized by the city council fol- 
lowing a public hearing December 26. 
The ordinance, which was to have be- 
come effective Jan. 1, 1935, provides 
for the forced removal of all show- 
cases and fixtures extending beyond the 
privately owned property of store and 
business operators. Representative 
merchants from leading department, 
shoe and specialty shops explained that 
the ordinance would not only prove 
costly but would as well handicap and 
perhaps even force out of business 
some of the smaller retailers. In one 
instance it was cited that a $40,000 


showcase investment, made immediate- 
ly prior to the adoption of the ordi- 
nance in 1929, would be a virtual loss 
to the owners. The defense was repre- 
serited by the Property Owners Asso- 
ciation. 


Merchants in Exposition 


DETROIT, MIcH.—The Detroit Retail 
Shoe Merchants’ Association will be 
represented officially in the Detroit and 
Michigan Exposition to be held at Con- 
vention Hall, March 9 to 17. The expo- 
sition will be billed as the “Little 
World’s Fair,” and will be the largest 
indoor event ever held in this city. Dis- 
plays of special shoe items will be fea- 
tured, and several shoe merchants will 
have individual booths in addition. 
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New Stores to Open in Newark 


NEWARK, N. J.—Le Roy W. Funk and 
Morris Friedman, shoe retailers, will 
open at 781-3 Broad Street, this city, 
as soon as alterations are completed. 

Miles Shoe Co., operators of a chain 
of stores, has leased for a term of 
years the store at 418 Springfield Ave- 
nue. By the terms of the lease the 
tenant is to make extensive alterations 
including the erection of a new front 
of modern design. 
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Fargo-Hallowell Display 
Old-Time 


Footwear 





One of the many interesting exhibits 
at the New York and St. Louis Conven- 
tions was found in the display rooms 
of the Fargo-Hallowell Shoe Company 
of Chicago. This company emphasized 
the fact that it was established in 1855 
and that it was one of the oldest manu- 
facturers of shoes in the Middle West 
by a display of “Shoes of Grandmother’s 
Day.” Many an old-time shoe man was 
able to recall the days of his youth in 
the shoe business as he examined these 
products of craftsmen of years ago. 

The latest numbers featured in the 
exhibit were bicycling shoes of the gay 
90’s—shoes with s pecial corrugated 


soles, designed to prevent the foot from 
slipping off the pedals. Other intrigu- 
ing patterns, were women’s high shoes 
that featured several yards of lacing. 
Even the children’s shoes shown were 
most interesting—square-toed boots 
with red leather tops, high box-toed but- 
ton shoes, oxfords with cloth tops, etc. 
However, the attraction which elicited 
the greatest comment was a group with 
wooden soles dating back before the 
days of the Civil War. These shoes 
were of a special welt construction, with 
the upper leather tacked in a groove 
on the wooden sole. 





Store 
Changes 


Enlarges Department 


GLENDALE, CAL.—The shoe depart- 
ment in Lauderdale’s department store 
here was enlarged immediately after 
New Year’s by the addition of the Red 
Cross line of shoes. N. E. Johnson, 
buyer, is looking forward to a new 
department location with a new lay- 
out within the very near future, the 
volume of business having become too 
big for the present first floor location. 


New Pasadena Store 


PASADENA, CALIF.—The John Gerard 
Shoe Co. has recently opened a store 
in this city, at 32 N. Marengo Street, 
which carries Ground Gripper and Can- 
tilever Shoes. This makes the third 
store operated by this company, the 
other two already located in Long Beach 
and San Diego. 


Moves to Brooklyn 


BROOKLYN, N. Y.—M. Aron Shoe 
Store, formerly of 8623 Roosevelt Ave- 
nue, Jackson Heights, N. Y., has moved 
to 1268 Union Street, Brooklyn. 


Store Discontinued 


PASADENA, CAL.—Fred T. Huggins 
of Huggins’ fine shoe store here an- 
nounces that the Huggins store at 
Santa Barbara which has been oper- 
ated for four years has been closed. 
The stock is being absorbed by the 
Pasadena store. The new Huggins’ 
store on Wilshire Boulevard, Los 
Angeles, and the Pasadena store will 
claim the complete attention of the firm 
in the future. 


New Jersey Store Moves 


BERGENFIELD, N. J. — Cohen’s Shoe 
Store has moved from 33 South Wash- 
ington Avenue to new and larger quar- 
ters at 5 South Washington Avenue, 
formerly occupied by the Jay-Bee Shoe 
Service. 
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To Attend Two Conventions 


BostoN—William FF. Green, mer- 
chandising representative of Compo 
Shoe Machinery Corporation, will at- 
tend the Middle Atlantic Shoe Retail- 
ers’ Association convention at Atlantic 
City, which will be held from Jan. 21- 
23, and also the Texas and Oklahoma 
Shoe Retailers’ Association convention 
at Fort Worth, Tex., Feb. 4-7. 





WILLIAM F. GREEN 


Mr. Green will have a complete ex- 
hibit of shoes representing the product 
of 157 Compo licensees. Included in the 
exhibit will be many straight Compo 
shoes, as well as single-sole Compo 
shoes made by the Sbicca Method and 
men’s cemented welts, which are now 
made with wide extension edges and 
thick soles, the latest Compo achieve- 
ment. 


Epstein to Attend Texas Show 


New YorK—AIl G. Epstein, new rep- 
resentative of Supreme Shoe Mfg. Co., 
Inc., 93-99 Prince Street, New York, 
after attending the Boston Style Show 
this week, will head Southward with 
the Fort Worth, Texas, convention of 
Feb. 4-7 as his objective. He will re- 
turn by way of the Middle West, call- 
ing on his many accounts in that re- 
gion, probably being on the road for 
about eight weeks. 

Supreme Shoe Mfg. Company during 
1934, their first year in business, en- 
joyed a very successful year, and ac- 
cording to Mr. Epstein, expect to make 
1935 still greater. The firm makes 
Supreme Health Shoes for Children, 
and Henry and George E. Wendorf are 
the executives. 








Increase Production 

CoLuMBUS, OHIO— The G. Edwin 
Smith Shoe Co. is now back on full 
time, producing 6000 pairs of Compo 
shoes per day. 
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Obituary 


Henry |. Armstrong 


DETROIT, MicH.—Henry Irwin Arm- 
strong, formerly in the leather busi- 
ness in Detroit for many years, died 
Tuesday, Jan. 1, at his home in Detroit. 
He was born eighty-five years ago and 
had lived all his life in Detroit. He 
has been a member of the Detroit Club, 
Huron Mountain Club, Scarab Club, 
Grosse Pointe Club, and Williams 
Alumni Association of Michigan. He 
is survived by two sons, Henry Irwin 
Armstrong, Jr., of Detroit, and Aik- 
man Armstrong, of California, and 
three grandchildren. He founded the 
Armstrong-Brown Company, harness 
manufacturers, and Armstrong Tan- 
ning Company, both now out of busi- 
ness. 


John D. Holman Dies 


ROCHESTER, IND.—John D. Holman, 
74 years old, local retail shoe merchant 
here and the oldest business man in the 
city, died recently at his home of a 
heart ailment from which he had suf- 
fered three months. He is survived by 
the widow, 


Albert Osborne Halliday 


CoLuMBUS, OHIO — Albert Osborne 
Halliday, aged 65, vice-president of 
the G. Edwin Smith Shoe Company, 
died Saturday night at his home, 926 
East Broad Street. He had been ill 
two months. 

Associated with the company since 
its organization 36 years ago as one 
of the six original founders, Mr. Halli- 
day had been active in its administra- 
tion until quite recently. He was in 
charge of production. 

Born in Nova Scotia, Mr. Halliday, 
at the age of 16, went to Lynn, Mass., 
where he obtained work in the shoe 
manufacturing plant operated by the 
father of G. Edwin Smith. 

At about the same time he started 
in the plant, Mr. Smith also started. 
A close friendship sprang up between 
the two and after learning the trade, 
they (together with Mr. Smith’s 
brother, Ernest A. Smith, deceased, and 
three other men) selected Columbus as 
a city in which to open their own shoe 
plant. 

Coming to Columbus in April, 1898, 
the factory was opened in a one-floor 
building in North Fifth Street, and 
was moved to the present location in 
1913. 

Of the six original founders of the 
concern, three have died, one returned 
to the East and Mr. Smith does not 
know the whereabouts of the other. 

Besides his wife, Mrs. Mary F. Hal- 
liday, he is survived by two daughters, 
Mrs. Robert P. Hayes, 74 South Cass- 
ingham Road, and Mrs. Barnitz Ball, 
2610 Bryden Road, and three grand- 
children. 
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Women's Shoes 


Eh PD 


KUSH-IN-EZE 


Vv HAND TURNED Vv 
Vv FOOTWEAR hd 
Ww IN STOCK 





Y we, ge Peach YY 


Vv vateens vo v 
WAKEFIELD, MASS. 
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| 
| Moccasin Footwear 
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WATERPROOF CAMP 
MOCCASINS 
with patented 
Orthopedic Soles 
IN-STOCK 


90-6 
Men's $1.95 
L-80-6 
Boys’ $1.80 
5%—10 days 








McCONNELL 
MOCCASIN CO. 
Auburn, Maine 4 
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Ballet Slippers 


Rl ee he i lel 





BALLET SLIPPERS 
Right and Left Lasts. 
Black Kid 

Neo. 600—Top Grade 

Wom. Miss Child. 
$1.35 $1.30 $1.25 


No. 609 
Wem. Miss Child. 
$1.20 $1.15 $1.10 
BROOKS SHOE MFG. CO. 
Swanson and Ritner, Philadelphia 

















Maker of Dolls’ Shoes Dies 


BRIDGEPORT, CONN. — Frederick K. 
Braitling, 65, manufacturer of dolls’ 
shoes, who operated a factory under 
his own name at 104 Silliman Avenue, 
this city, died suddenly after a heart 
attack in his office on Jan. 6. The busi- 
ness was founded by his father more 
than 70 years ago, and Mr. Braitling 
entered the plant at an early age. 

Before the depression affected the 
toy market, it was estimated that the 
Braiting plant produced about one 
million pairs of dolls’ shoes annually. 
The concern also manufactured wigs 
and stockings for dolls. In the Bridge- 
port telephone directory, the business 
is listed simply as “Braitling Fredk K, 
shoe mfg., 104 Silliman Ave”. 

Mr. Braitling is survived by three 
brothers, Charles, Ralph and Theodore 
Braitling, all of whom are connected 
with the business, and five sisters. 
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NOW READY! 


Feature Pointers 


INFORMATIVE ARROWS point out visible and 
in-built values. They are gracefully and securely 
placed with the aid of adjustable Polly Clips. 















REVEAL the fine wearing qualities of your mer- 
chandise with PRECISE information through your 
windows. You can turn a window shopper into a 
sure customer by pointing out the quality fea- 
tures of your shoes. 


The ARROWS are available in two 
colors: corn with green border, or 
buff with green border. Choice of 
forty selling phrases, or blanks. 

12 dozen (printed or blank)..... $2.00 
6 ” ca Tee Diener 1.10 
s * > Pe ED ies 25 







SPECIAL: List of 
ONE GROSS ARROWS AND ONE GROSS Arrow Sales Messages, 
POLLY CLIPS...... @ ONLY $5.00 on request. 


JANUARY SALE DISPLAY CARDS... 
PRICE TICKETS...and WINDOW STREAMERS... 
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1935 
















JANUARY 


White board ; dark blue base; 
yellow left border; coral and 
white ribbon. 


Size 8” x 14” 


COMPLETE TEXTS 


sent on request 


4 cards—Women’s Shoes 
2 cards—Men’s Shoes 
1 card—Children’s Shoes 


1 card—Hosiery 


6 cards—On_ Store 


Service. 


Fitting, Quality, Etc. 
Single Cards: 60¢ each 
Without Text: 35¢ each 


THE ‘‘Y”’ 


PRICE 


TICKET, illustrated be- 


low, is designed espe- 


cially for the above card. 








USE SALE STREAMERS 
ON YOUR WINDOWS 














Streamer: Red border and “Sale” on white. 
Size: 24” long—5” wide. Price: 3 for 25¢— 
10¢ each. 

(Tickets: Priced below. Size 144” x 23%”) 


“gc 
Midnight blue 
and vermilion 
design on buff 
board. 












Attractive Hand Lettered Price Tickets 

IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 
WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 | 
“J”—Polly a for tickets: % gross $2.25 

(adjustable—tilts at any angle) 1 gross $4.00 

“K”—Shoe Carton Tickets: 500 @ $1.25, 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 


S 
A 
L 
E 


i 


2 








oy” 


White board; 
SALE in bright 
red; royal blue 


design 


(also 


without “sale”). 








co | 9 
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ORE SHOLSIE 


Annual Display Card Service Select the Service You Wiskh— 
Includes Mail Coupon—See Sales Jump! 


EXCLUSIVE FRANCHISE is given with annual card service SERVICE NO. 1—$5.00 monthly: 
to one merchant in an average size town, suburb or city shop. 12 display cards... 6 holders... 


ns ae. 100 blank harmonizing price tickets 
ee ee” ee ee eae SERVICE NO. 2—$4.00 monthly: 

: 8 display cards... 4 holders... 
SPECIAL CARDS, with wording as wanted. 100 blank harmonizing price tickets 
EXCHANGE OF CARDS: Annual card service subscribers may SERVICE NO. 3—$3.00 monthly: 


exchange any cards received for others ot the current month. 6 display cards 2 holders . 
whose texts better cover their merchandising program. eee q ; 
50 blank harmonizing price tickets 


PRICE TICKETS: Blank tickets, matching the current month’s SERVICE NO. 4—$2.25 monthly: 


cards, supplied free. Neat tickets with prices as wanted, but fs 
not harmonizing with the show cards, supplied free, if pre- 4 display cards ... 2 holders... 
ferred to blanks; harmonizing tickets with prices as wanted. 50 blank harmonizing price tickets 


to assure well blended trim, are 35¢ per fifty, additional. | 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


Please enter our order for the Recorder “Selling 
Message,” beginning with January, for card service 
» for one year, consisting of 
holders (with the first month’s service), 

blank tickets each month—OR— 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $ per year, payable $ 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 


HOLDERS 


Oval base — bur- 
nished gold— 
three color trim. 


nal kan a SO ice 38 


These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 





Merchants Service Dept. 
BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 








SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 








AN OPPORTUNITY 
FOR SHOEMEN— 


A large middlewestern organization has 
openings in all sections for young men 
who want to get into business for them- 
selves. 

REQUIREMENTS—Shoe selling and mer- 
chandising experience—business ability— 
confidence—A-1 references as to character 
and reliability—small capital investment. 
It will pay you to investigate, write 

Box E-118 


Care Boot & Shoe Recorder 
1627 Locust St., St. Louis, Mo, 











WANTED—Salesmen, with established 
trade in Cincinnati, Indianapolis, De- 
troit and Cleveland, interested in side 
line Men's and Boys’ medium and low- 
priced Work and Street shoes carried 
in stock. 
Address E-105, care 
BOOT AND SHOE RECORDER, 
140 Federal Street, Boston, Mass. 











E.XPERIENC ED SHOE SALESMAN, to de- 

vote entire time, wanted for New York State 
by long-established Boston Wholesaler handling 
general line. Commission basis with small draw- 
ing account. State age, experience, previous 
sales, all information, including references. 
Address, E-111, care Boot & Shoe Recorder, 140 
Federal Street, Boston, Mass. 


ANTED-—-Shoe Salesman to handle line of 

medium-priced Pre-welt shoes and _ slippers, 
size 2 to 12, on commission. References re- 
quired. Address E-112, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 

XPE RIENCED | SHOE ‘SALE ESMEN to carry 

general line in New England, New York 
State, Maryland, Pennsylvania, Middle West. 
ng eres required. Meyer Pearl, 166 Lincoln 

, Boston, Mass. 

AL ESMEN N engurieeet, with following for 

Brooklyn and Long Island, Pennsylvania, 
Westchester and Connecticut. Popular line in- 
fants’, children’s, misses’, growing girls’ shoes. 
Commission basis. References. Address E-114, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y 





ALESMEN wanted by manufacturer of chil- 

dren’s_medium- ‘price stitchdowns. Attractive 
line. Only men able to obtain volume business 
need apply. Commission or drawing. Give refer- 
ences, previous connections, etc, Address E-117, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, , x 


SALES MEN WANTED-—-highest commissions, 
to sell handsome line of Infants’ and Chil- 
dren’s high grade shoes, In Stock. State ter- 
ritory. Send _ references. Staud Shoe Corp., 
Rochester, N. Y. 


ALESMAN Wanted: A salesman for States 
of Washington, Oregon, Montana and Idaho. 
For our complete line of Dolgeville “Snug-lers”’ 
Slippers and Dolgeville “Outingstiles” line of 
Sandals. Strictly commission basis. No ob- 
jection if carried with non- “conflicting line of 
footwear. Applicants must furnish references 
and photo. DOLGEVILLE SLIPPER COM- 
PANY, INC., DOLGEVILLE, N. Y. 


WOMEN'S S Shoe ya to carry salar line 
of shoe bows, very attractive, latest designs. 
Rhode & Reichmann, 254 South 


Philadelphia, Pa. 


medium prices. 
Third Street, 


O RTHOPEDIC Shoe Salesman: Sone Man, 
experienced in filling Doctor’s prescriptions. 
Opportunity for competent hustler. Allen’s Boot 
Shop, 18 E. State St., Trenton, N. J. 








POSITION WANTED 








EXPERT SHOE FITTER 


To manage locai agency for national 


distributors of famous and most 
talked of line of corrective shoes op 
market. Man selected must be high 
type, good appearance, have knowl- 
edge of practipedics and must be ex- 
pert fitter. To ambitious man possess- 
ing qualifications we will give full co- 
operation in developing permanent and 
highly profitable business of his own. 
No investment required. Write, stat- 
ing qualifications and experience. 
Confidential. 


Address E-104, Care fod 
BOOT & SHOE RECORDER 
140 Federal Street, Boston, Mass. 














ESIGNER - SKETCHER. Thoroughly ex- 

perienced in actual construction of women’s 
shoes; clever ideas; expert sketcher. Well-ap- 
pearing; unfortunately deaf and dumb. Excel- 
Jent references. Will accept small salary, Ad- 
dress Eugenio Gilio, 58 Lexington Avenue, Mal- 
verne, L. I. Telephone Lynbrook 2295-R. 





D°® YOU NEED A REAL SHOE MAN. 

ge twenty-six? Present employers are 
liquidating. Has six and one-half years as as- 
sistant and manager in family shoe stores. Mar- 
ried and has two children. Willing to locate 
anywhere. Excellent references. Address E-116, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


UCCESSFUL FACTORY AND SALES 

EXECUTIVE at present assistant to presi 
dent outstanding concern, seeks association 
where earnings will be based on results. Broad 
exper’ence on medium and quality shoes as 
superintendent and sales manager. Excellent 
references and connections. College trained. 
Age 35. Address E-119, c/o Boot and Shoe 
Recorder, 140 Federal St., Boston, Mass. 











LINE WANTED 


ANTED—Line of shoes for Kansas and 

Oklahoma. Experienced Salesmen, best refer- 
ences. Travel by auto, live on territory, have 
good following and well acquainted. Prefer 
Men’s but will consider good, reputable line 
Men’s, Women’s or Children’s, or general line, 
with some established trade. Onl financially 
strong concerns considered. Address J. 
Hiatt, 320 West Madison, Iola, Kansas. 











FOR SALE 


SHOE STORE FOR SALE. $50,000 busi- 
ness last year. Good reasons for selling. 
Best town in the U. S. Address E-115, care 
Boot & Shoe ——— 239 West 39th Street. 
New York, N. 











FOR RENT 


ENVER: Corner, 25 x 100, in heart of re- 

tail shoe district, available Feb. 1. Barclay 
Ivins, 604 Denver National Building, Denver, 
Colo. 











SHOE DEPT. WANTED 


ANTED: Shoe department or small, equipped 
store. Address E-113, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, N. Y 








mum charge cents. 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
§ Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Ge§ 


Minimum charge $1.25. 
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LINE WANTED 


LINE WANTED 


WANTED TO PURCHASE 








be available February 1] 





WE KNOW A MAN 


with an enviable record as a merchandiser of shoes and a 
creator of fast selling styles and who has sold millions of 
dollars worth of shoes in the larger cities. 


He is a man of the highest character and reputation with 
a host of friends in all branches of the trade and sections 
of the industry. He is a good organization man and will 


Only a line worthy of high consideration will interest 
him. Best of references furnished and required. 


For further information regarding this man, address 


Boot and Shoe Recorder, 239 West 39th Street, N. Y., 


attention William M. LeBrecht. 














CASH FOR BRANDED SHOES 
RETAIL OR FACTORY STOCKS 


References: I. Miller, Nunn-Bush, Geller, Beck. 
Saks—5th Avenue, Melville, Bostonian, etc. 
BARIS SHOE COMPANY, Inc. 


79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 518! 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufaeturers, jobbers er retallers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 








Kutire or —— Wholesale and _ Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital 
ity, Arch Preserver, Queen Quality, Bos 
tonians, Etc 


IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St. Cor. Charch 
Phone pote 7-7887 New York City 





MERCHANTS’ NEEDS 





BUSINESS OPPORTUNITY 








Pouy 7 


Hover 
Pat. Pending 

To properly display arch support shoes, 
branded shoes, golf shoes and fibre sole 
shoes. Always remains in the correct up- 
right position. Occupies little space. Almost 
invisible when in use. Will not fall over. 
Used for Men’s and Women’s shoes. 
$3.00 “ oe $1.65 = Yo dozen 

POLLINGER C 
Holland Building St. Tits Mo. 











Clearance Sales in Tacoma 


TACOMA, WASH.—Clearances of a 
sweeping nature have followed a stu- 
pendous Christmas in many of the 
stores. Annual sales of all kinds of 
shoes have been inaugurated at the 
leading shoe salons of the city. Pes- 
semier’s Bootery of Broadway launched 
its semi-annual shoe sale of quality 
footwear. At McDonald’s, also on 
Broadway, the Fall and Winter foot- 
wear is priced for quick clearance. 
Hill’s store in the Winthrop Hotel 
Building on Broadway featured for its 
mid-Winter clearance an _ exceptional 
group of leading makes of shoes for 
women. Practically all Fall and Win- 
ter styles led the clearance at Fisher’s 
store. The mezzanine held lavish dis- 
plays of street shoes, party shoes and 
sport shoes, silver sandals and active 
oxfords, as well as many other types 
of feminine footwear. Stocks are ex- 
pected to be completely cleared in this 
after-Christmas pricing, so- that a 
wealth of new Spring footwear may 
soon be introduced. 





OU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; 


o bu 
or soliciting. Established 1894. ° address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 

















Weyenberg Acquires Meyer 
Plant 


DETROIT — The Weyenberg Shoe 
Manufacturing Co. of Milwaukee has 
acquired the old plant of the former 
Meyer Shoe Co. at Ludington, Mich., 
according to a statement of Theodore 
Simons, vice-president. The company 
planned to start production in the Lud- 
ington plant this week. 

















WANTED 
Shoe Jobs for Export—Cash— 


P. FRANCO 
394 Broadway, N. Y. C. 
Telephone—CAnal 6-1056 








CASH PAID 


FOR ENTIRE OR PART STOCKS 
Shoes, Dry Goods or Clothing 
No Quantity Too Large or Too Small 


MAX KALTER & CO., INC. 


Phone Canal 6-4371 
5691 BROADWAY NEW YORK CITY 











| Trade Name Revived 


NEW ORLEANS, LA.—J. B. Simon has 


resumed the B. Quick trade name in 


opening a new men’s shoe store at 204 
St. Charles St., this city. Mr. Simon, 
an old-time shoeman in New Orleans, 
discontinued the old B. Quick store 
nearly ten years ago. In 1928 he be- 
gan operations of Simon’s Shoe Store 
at 108 St. Charles Street, and will con- 
tinue this store in conjunction with his 
newly opened store one block south. Mr. 
Simon is featuring the B. Quick trade- 
named shoe. 


Trend Toward Heavy Leathers 


PEABODY, Mass.— A trend towards 
heavier leather is reported by several 
tanners, and they believe it to be due 
to the increase in out-of-door life, such 
as that of the forestry corps, construc- 
tion crews and others who are working 
out of doors, also to increasing popu- 
larity of out-of-door sports, both sum- 
mer and winter, and the general gain 
of sport styles in shoes as worn along 
city streets. 










QG 
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To 
Our Advertisers 
In This Issue 











HEN the retailers of a community take 
counsel together and come to a friendly 





understanding on how to meet their com- 





mon problems, the solution of many of their 
difficulties becomes comparatively simple. 
That is exactly what the retail shoe men of 
Nashville, Tenn., have done, and as a resu!t 








of their initial efforts, the clearance sale prob- 





lem is being brought under control. Harry 
Terhune, BOOT AND SHOE RECORDER 
Field Editor, who visited Nashvilie recently, 


tells an interesting story of cooperation 








among retailers as he saw it there, and cites 





the cases of a number of shoe men who are 





making an enviable record of success despite 
the handicaps that they have had to en- 






counter. 






Owing to the volume of timely convention 





news published in this issue, the announce- 
ment on Foot Health Week, scheduled for 
the January 19th RECORDER, was deferred. 


It will appear next week. 













Published by BOOT and SHOE 
RECORDER PUBLISHING CO. 
239 West 39TH STREET, NEw York City 


EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT, Vice-President and Treasurer 
Vice-Presidents 
H. WALTER SCOTT 
BERNARD C. BOWEN 
LAWRENCE F. DUTTON 
ARTHUR D. ANDERSON, Secretary 


Directors 
in addition to the above-named officers 
HUGH M. BOWEN, SAMUEL G. KRIVIT 














Advertising Offices: 
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239 W. 39th St. 
Telephone: rs oe 6-1100 
8. G. Kr 
al 
209 S. State St. 
Telephone: Wabash 8058 
B. C. Bowen 
BosTon 
140 Federal St. 
Telephone: Liberty 4460 
L. F. Durton 











St. Louis 


1627 Locust St. 
Telephone: Garfield 3347 
Huc# M. Bowen 
PHILADELPHIA 
N. W. Corner 56th and riry Sts. 
Telephone: Sherwood 24 
H. WaLtTer Score 


en 
Telephone: Pe way 6648 
PH R. ‘Tae 


SUBSCRIPTION RATES 
The pteertotion | price of the Boot & Son yoyo 
is $3.00 for one year, which includes —a- the 
United States and . getteestons. Taz Canada 


FOREIGN SUBSCRIPTION—The pete to all foreign 
countries except the above is $10.00 per year in- 
cluding postage. 


All subscriptions are payable in advance. Single copies 
25 cents. 


























BOOTS AND SHOES 


BROOKS SHOE MFG. CO., Philadelphia, Pa................ 00.00 c ee eee ee . 52 
BROWN SHOE COMPANY, St. Logis, Mo... 0.5 uct ce ccc cnet teeeen 26, 27 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass..........0... 000 cee eee eee ee 46 
Cr, OW VOPE Gl. 5 6c. on cee eee ee cece ec eeces ct encase s 50 
CONNELL, J. M. SHOE CO.., So. Braintree, Mass... 2... ee ccc eee e eens 50 
DANIEL GREEN COMPANY, Dolgeville ................ 0... c eee eee eee 2nd Cover 
DOUGLAS, W.1. ore. Brockton, Mass... icc ikiceceeeceectscaess & 
nr FR Aree mbetiOld, MAES... 5.5 on one cc elec cee ees cestetenesdeoes 46 
SEReee Pace tee See eee OFT WYOTIN, TOXis.. oc occ ccc cc bccee ges cba vecesesesees OO 
McGONNELL MOCCASIN CO., Auburn, Me... 0.02.55 c ccc ccc cece cece eee 52 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass...........0.. 00 cece eee cece eee 48 
RGGanes, sores G@ RAMID. ST. Louis, Mo... . 0.5.5 ccc cece ceecc cesses eeces 10 
ROHN SHOE MFG. CO., Milwaukee, Wis.............. 0... e ccc cc ee eee cece eee Y 
SELBY Sree Gammernees,, POremoUth, ©... on ccc cee cc ce dateceees 25 
THE EDGERTON SHOE, Milwaukee, Wis....... 2.0... cece cee eee ee eens | 3rd Does 
VAUGHINCTOWLE GO... Wakefield, Mass... . 5... oo ccc ccc ccc ccc cece coeveecves 52 
VITALITY Sree Garmin’, St.Louis, Mo... 5... coe cc eee cede ctacevesecsuvess 1 


LEATHER AND OTHER MATERIALS 


AMALGAMATED LEATHER COMPANIES, INC., Wilmington, Del.................. 33 
DEWEY & ALMY CHEMICAL CO., Cambridge, Mass..................0005. Front Cover 
GALLUN: A. Fo Gore Gor. Milwaukee, Wiss... 5 6. ci cc ccc ccc cece ecees 8 
GOGUTEAR TIME & RUSEER GO., Alron, ©... 0... cic ccc eswenscecesecosces 23 
LEVOR, G., & CO., INC., Gloversville, N. Y. and New York City.................000.. 2,3 
SURPASS LRATTIER GO, Philadelphia, Pan... 6 cc. cee tccwcee ceetecnemees seeee 31 
VO een, GO. New York City. «o.oo. . occ eed cee cse odd beeecweeess 31 
eA MNS ETO TI RN RE oso ca. 6e hsv vais’ ord-ave,slaedigte we ie, bb aveaia ere dhe Ba oes 31 


MACHINERY, LASTS, MFRS.' SUPPLIES, DRESSINGS, ETC. 
LITTLEWAY PROCESS COMPANY, Boston, Mass.............. 0.00 eceueeeuee Back Cover 






UNITED SHOE MACHINERY CORP., Boston, Mass.... 5, 37, 42 
SHOE ACCESSORIES 
ONONDAGA HIDE & LEATHER CO., Syracuse, N. Y............... ccc cece ee eee 48 
es | | ne 46 
WIZARD COMPANY, St. Louis, Mo............ a an soe ered ee are 4| 
STORE EQUIPMENT 
Pee NGG; SE Ledisi ils... «5.5 osc voles e ao see oh nee aedeedonny .... 55 
Beare PO PIE AUDEN IN, Vow ccc ccc cs ces cs bes cecccccecwccnee ses eees 47 
MISCELLANEOUS 
DARIS GMOE GOMIPAMT, Mew York Gity.. <0... cc cccsicccccesscescbbessosecceeses 55 
Me UN ER RIN 5 6 6.506 0 'o 804. cin 5 wie a 0. 8 oTb,aier siRNA. Ae eR wea Hele 410 50.806 55 
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BLUES the T OF 





It’s the top of all sales, in dresses, 
coats, and suits for spring,—navy -blue 
in particular, with bright blue, grey- 


blue, and light blue following after. 


ee Me dO OO 


There’s one blue that harmonizes with them all 


MARINE BLUE .»« Wede Ne, 137 


the basic color for all spring shoe stocks 
2 


There’s another blue, this year, that may mean extra business,— 


a new bright shade 
CLIPPER BLUE... . Vode No. 236 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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THE RISING FASHION 


is reflected in the modish 


7-eyelet oxford. 


Shoes of this design require 
eyelets .. . They may be the 
“INVISIBLE” or the modern 
roll setting “INVINCIBLE” 
(visible) type. In either case 
they are smooth fitting and 





there is no roughness on the 


inside of the shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Spaulding Counters 
assure straight back- 
seams — perfect bal- 
ance—longer wear— 
Reeaage they’re made 
° 


counter attacks . . 


Don’t ever 


Poor-fitting counters 
mean twisted back- 
seams—an unbalanced 
shoe—rundown heels 
and repair bills for 
your customers. 


PAULDING 


Counters 


“nade tn North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS SO MUCH... 


euard against 


They guard against dissatisfied customers, too! 
expect customers to come back for more blisters—or more run-down 
heels. If you have been careful to specify Spaulding Counters in all 
your shoes, though, counter troubles just can’t develop. Spaulding 
Counters (which are moulded with the Shank Fit feature) adapt them- 
selves to the contours of the feet correctly and comfortably, thanks 
to their resiliency, and their wide thin beveled edges. What if they 
do cost a penny more—isn’t it worth it, when you think of the big 
difference they make in the comfort of your customers and the value 


of the shoes you sell them? 


AND COSTS SO LITTLE 


When writing arvertisers please mention Boot and Shoe Recorder 





A scene from the smash hit 
“ANYTHING GOES,” now play- 
ing to capacity houses at the Alvin 
Theatre. 
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DO NOT be misled by the title of this successful play. 
Anything does not go in the stage or personal cos- 
tumes of the 26 beautiful girls in the cast. They are 
fastidiously discriminating and a close-up of them 


in street dress proves it. 


Out of the 26 in the cast of “ANYTHING 
GOES,” 14 girls stated that black patent 
leather makes the foot appear most youth- — 
ful. Nine said they would buy patent leather 
shoes this Spring. 


Every cross-section of fashion opinion from New York’s 
best dressed women indicates a high percentage favor for 
black patent leather shoes this season. Consider what it 
will mean to you if 30 out of every 100 women visiting 
your store or department insist on patent leather footwear. 


The vogue of PATENT is on a swift uprise! 


NEW JERSEY 
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When the fashion sophisticates of 
New York City show such decided 
preference for black patent shoes 
for Spring, you ean safely count 
on millions of others also wanting 
this “most youthful” leather .... 





























AT “THE HOUSE of LORDS,” 12 East 54th Street, New York City, a 


fashionable rendezvous and restaurant,‘a poll was taken at luncheon 







of every woman present. 











64% voted that ‘“‘black patent leather makes the foot 


“known as 
the Safest” 





appear most youthful.” 26% stated that they intended 






buying patent leather shoes before Easter. 







The Vogue 
At a PARK AVENUE DEBUTANTE PARTY, attended by several score of 


of young folks, whose family names appear on international society rosters, PATENT 







Dawns 


73% voted that black patent is most youthful and 





most complimentary to the foot; 53% stated their 






intentions of buying patent leather shoes for early 






Spring wear! 







These polls of the New York fashionables are 
authentic, and the records are available for inspection. 


| ETO 


TANNERS OF BLACK, WHITE AND COLORED PATENT LEATHER 
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MORE FEMININE 
GOING PLACES 
IN 1935 THAN 


| —_ of women, misses, and girls 
who have never before worn sport shoes will 
be wearing them regularly in 1935. Two 
important elements will guide their choice 
when they buy: first, authentic style; and 
second, prices that will conveniently fit their 
pocketbooks. The style trend this year is to- 
ward single-tone effects of white and cream, 
with some especially attractive two-tone 
effects remaining very popular. Designs 
include a decided increase in decor- 

ative effects. Perforations will 

be more in evidence this 


“IT WILL BE SMART 


WRITE TO Endicott-Johnson, Endicott, 
N. Y.; New York City; St. Louis, Mo. 
for descriptive folders and prices. 


NEW YORK 


ENDICOTT-JOHNSON wc 
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FEET WILL BE 
IN SPORT SHOES 
EVER BEFORE! | 


year than ever before. Endicott-Johnson has 
created the biggest line of sport shoes for 
women, misses, and girls in the company’s 
history... over 100 styles and patterns, a 
few of which are illustrated here. Every 
number in this new line represents the last 
word in authentic styling, as evidenced by 
the outspoken approval of discriminat- 
ing buyers who have had a preview of 
this splendid collection. Prices are 
extremely low to enable retailers 

to get the maximum sport 


shoe volume and profit. 


TO BUY “EARLY” 


ASK YOUR E-J SALESMAN to show 
you the complete E-J sport shoe line. 


BETTER SHOES for LESS MONEY 
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AIR-TRED’S 20 STEPS 
LEAD STRAIGHT T0 
YOUR CASH REGISTER 


The patented construction and special comfort- 
giving features of this smartly styled line make 
selling easier, prevent walk-outs, and 
assure repeat business. 


7: => 


HE simplest shoe-selling formula in the world becomes doubly 
effective when applied to Air-Treds! Any woman who takes 20 steps 
in these marvelous shoes is easier to sell and easier to keep sold. 

During 1934 this was a proved fact in leading department stores 
throughout the nation. With the result that smart merchants from coast 
to coast are concentrating their $6 to $6.50 sales on Air-Tred Shoes. 

The reasons for Air-Tred’s success are sound. In an effort to maintain 
style appeal,to2 many shoe manufacturers today change their lasts and 
patterns with every shift of the style wind, with the result that few women 
can find a last that has been comfortable and satisfactory, a second time. 
So they shop around and walk-outs result. 

The new Air-Tred line is quite in step with style developments but 
at the same time never varies in fundamental last design. The character- 
istic features of Air-Tred Shoes — the real selling features shown else- 
where in this ad—remain invariable from year to year. Once you make 
an Air-Tred customer, you keep her. This shows up in black ink on 


REG. U. S. PAT. OFF. 232,607 
CONSTR' PATENT 
REG. U. S. PAT. OFF. 1,754,225 


your ledger. 

Get complete details regarding our Exclusive 
Dealer Franchise, Air-Tred’s dramatic “20 Step” 
Cooperative Newspaper Campaign, the free 
window and counter displays, direct mail cam- 
paigns, etc. A wonderful opportunity to cash 
in on a thoroughly planned merchandising 
program that really sells shoes. Write 
the Ault-Shackford Shoe Company, 
Auburn, Maine. 





-AIR-TRED. 


ONE SHOE FOR TWO 


eS lh abo 
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